Next Week 
You Will Find 


in “The Recorder” 


Price Problem Again 


A store may start out with the idea 
of cutting prices and end up with rais- 
ing them. This will happen after a 
dealer sees that 150 pairs sold at 40 
per cent mark-up will produce exactly 
the same margin:in dollars as 233 pairs 
sold at 30 per: cent mark-up or 300 
pairs sold at 25 per cent’ mark-up. 

We put a rather serious aspect on 
the seemingly innocent looking price 
reduction. Do y u know that if a store, 
operating on a 33 per cent mark-up 
cuts prices 33 per cent—that increas- 
ing volume to the ’nth.degree will 
never compensate for that cut? This 
issue shoots the price-works. 


We have no consuming interest in 
cut-rate shoe repair sections operating 
on a leased basis and those stores that 
write in for help in that direction get 
mighty little satisfaction here—for we 
have seen the repair department used 
as an economy leader—the idea being 
to give the public the most for its 
frugal dollar. 

If the merchant is contemplating 
putting in a shoe repair section of his 
own, it takes a little more work to or- 
ganize, develop and merchandise such 
a department as a part of the business 
rather than as a leased department. In 
the service set-up of the shoe store 
there should be one responsibility— 
that of the owner’s who wants both a 
profit in cash and prestige. 





BOOT AND SHOE 
RECORDER 


with which is combined The Shoe Retailer 
Division of United Business Publishers, Inc. 


Copyright 1932 by the Boot and Shoe Reeorder Publishing Co. 





NEW YORK, SEPTEMBER 17, 1932 





IN THIS ISSUE 


Voice of the Trade Observations and Comment 


Color—And More of It.............. By Julia Fiddleman 


New Trends in Slippers............... Season’s Volume Styles for Men and 


My Life of Style By Julius Goldberg 
Rainy Day Windows.............. Increase Rubber Sales ahead Better 
Displays . eee eek 


The Editor’s Outlook By Arthur D. Anderson.............. 20 


O.P.1. (Other People’s Ideas) By Harry R. Terhune............... 22 


This Store Sells 300 Pairs Daily at $9.... And No Style Problem to Contend with 26 
Suedes Dominate the Ads Featured Most Prominently Among the 
Fall Styles 


Trade Trends Week by Weex...... By George E. Gayou 


Color—The Poetry of Vision..... .. Featuring the Spring Opening of Amer- 
33 


ican Leathers 


Shoe News About People and the Trade 








Published by BOOT anp SHOE RECORDER PUBLISHING CO. 
239 West 39TH Street, New York City 


EVERIT B. TERHUNE, President ; 
WILLIAM M. LEBRECHT, Vice-President and Treasurer 
Vice-Presidents 
H. WALTER SCOTT, BPRNARD C. BOWEN, CHARLES H. FURBER 
ARTHUR D. ANDDRSON, Secretary 
Directors 
In addition to the above-named officers: 
4. C. PEARSON, HUGH M. BOWEN, L. F. DUTTON, R. L. SEWARD OWEN A. THOMAS 
Branch Offices: 


Editorial Staff 


ARTHUR D. ANDERSON, Sditor 
RAYMOND L. FITZGERALD, Managing Editor 
MME. HAMILTON JEFFRIES, Fashion Hditor 

HARRY R. TERHUNE, Field Editor 


Associate Editors 


FRED A. GANNON GEORGB B. GAYOU 


367 West Adams § PHILADELPHI 
t. . Louis HI A 
my N. W. Corner 56th and Chestnut Sts. 


Telephone: Randolph 9451 1627 Locust St. 
RocHESTER 
512 Exchange Place Bldg. 


BosTon 
140 Federal St. 
CINCINNATI 
501 First Nat. Bank Bldg. 


JUBSCRIPTION RATES 
The subscription price of the Boor anp SHOE RECORDER s'$3 00 for one year, which includes postage in the United States and its possessions. 
Tax in Canada $2.60 extra. 


FOREIGN SUBSCRIPTIONS—The price to all foreign countries except the above is $10.00 per year including postage. 


All subscriptions are payable in advance. Single copies 25 cents. 


Entered as second class matter Sept. 19, 1925, at the Post Office at New York, N. Y., under the act of March 3, 1879. 
Member, Audit Bureau of Circulations. Member, Associated Business Papers, Inc. 











O’NEIL’S 


(IN AKRON OHIO) 


O’Neil’s, the Akron unit of the May Company — one of the finest and 
most modern department stores in America — and what a job they are 
doing with 


Poll-Parrot Shoes 


No wonder! The Poll Parrot line in Welts, Turns, Stitchdowns, and 
McKays, in every size range from Big Girls’ and Boys’ to Infanis’, in- 
clude all the desired features demanded by the large operator. And be- 
sides, their superior all leather quality is a good foundation on which to 
build and perpetuate a good name. 


At the popular retail prices, Poll Parrots show a splen- 
did markup, a fast turnover and a good profit. See this 
complete line and you, too, will make it a featured line 


Poll Parrot go inane Poll- -Parrot 


hoes 
—_ ROBERTS. JO N&RAND °°" 
anch _ of _ OHNS ON 


ST. LOUIS, MO. 
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The VOICE of the TRADE 


“ 
Why WORRY ?” 


—a parody on “The Litany of the 
Poilu,” appearing in BINDERY 
TALK: 


“Either you are successful or you're 
not successful. 

“If you are successful there is noth- 
ing to worry about. 

“If you are not successful there are 
only two things to worry about. 

“Your health is either good or you 
are sick. 

“If your health is good there is noth- 
ing to worry about. 


het 


“If you are sick, there are only two 
things to worry about. 

“You are either going to get well or 
you're going to die 

“If you are going to get well there 
is nothing to worry about. 

“If you are going to die there are 
only two things to worry about. 

“You're either going to heaven—or 
—you’re not going to heaven. 

“If you are going to heaven there is 
nothing to worry about. 

“If you are going to the other place, 
you'll be so busy shaking hands with 
old friends you won’t have time to 
worry. 

“SO WHY WORRY???” 

* & * 


Harry Meyer, 
the Bostonian chief in the Chicago 
district, believes that from this 
point on man is ready to “put on 
the dog.” In the Bostonian stores, 
under his management, he features 
fawn and brown shades in the buck 
type leathers for Fall. These blend 
with the corduroy colors of trous- 
ers worn by college boys. He pre- 


dicts a big college trade for Fall. 
x ok * 





= B. Nordlinger 
of Washington, D. C., says: 
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“The manufacturer and the re- 
tailer are equally responsible in 
contributing to the business de- 
pression by flooding the market 
with low price merchandise, there- 
by killing the demand for the 
better grades. This is evident in 
my business, representing a general 
line of shoes, which has been oper- 
ating for more than 50 years in a 
neighborhood locality. 

“But up to now I have been re- 
sisting the low grades, and haven’t 
gone below $4.00 shoes for men 
and women. Can’t tell when I 
might be forced to submit to popu- 
lar demand. I am keeping my 
show windows well trimmed, fea- 
turing better grades, and have in- 
structed my salesmen to impress 
the customer with the fact, that the 
better grades fit better, hold their 
shape, wear longer and are more 
eomfortable.” 


living Grossman, 
sales manager of I. Miller & Sons, 
Inc., says: 

“Some historian of the future, 
looking back at the three years 
following the Depression of ’29, 
might aptly call that period the 
Tinsel Era. People whose incomes 
were reduced, whose fortunes were 
wiped out, were faced with the 
necessity of keeping up appear- 
ances. The inevitable happened. 
An ocean of cheap merchandise 
flooded the country to the dismay 
of merchants and manufacturers 


combining THz SHog RETAILER, Sept. 17, 1932 


who had built up an enviable repu- 
tation for Quality. Bombast and 
ballyhoo—claim and counterclaim 
—for three years the din went on, 
the cheap brasses blared—the pub- 
lic kept shelling out its good money 
for tinsel. 

“But now it looks as if we are 
finally emerging from the Tinsel 
Era. People are discovering the 
old truth that all is not gold that 
glitters—that true economy must 
look beyond the initial cost of a 
product. We, who for 30 years 
have been manufacturing and sell- 
ing quality shoes for women, wel- 
come this return to sanity. 

“The Tinsel Era is gone! And 
the most exquisite footwear known 
to women is now priced within ° 
reach of even the most modest 
budget! Doesn’t that sound as if 
happy days are really here again?” 

ts +2 


Frank C. Rand, 


chairman of the board of directors 
of the International Shoe Com- 
pany, says: 

“Advancing commodity prices 
and actively increased buying dur- 
ing the past two or three weeks 
bring encouragement and hope 
alike to labor, manufacturer and 
merchant. These three groups 
make up the industrial life of 
America and the welfare of each is 
equally important.” 

x ok * 


Sample lines of 
Christmas goods on display in Bos- 
ton the week following Labor Day 
occupied every available sample 
room. The Parker House had to 
convert all parlor suites into sample 

















rooms. The Statler Hotel and the 
Lenox reported a capacity business 
and the Kenmore provided accom- 
modations for more commercial 
travelers than ever before. The 
rush for Christmas lines prompts 
the Boston Club to prophesy that 
this Christmas will be like the one 
in 1928. 

The week of September 12th 
brought to Boston a Gift Shop 
Show and a Jewelry Show—to still 
further stimulate Christmas selec- 


tions. 
* * * 


lake W. Craddock, Jr., 


vice-president and general man- 
ager of McElroy-Sloan Shoe Com- 
pany of St. Louis, says: 

“Happy days are here again! 
It’s a fact. Stocks, Bonds and all 
commodities, have hit bottom, laid 
on it for a while, and are now 
bouncing up. 

“If they bounce too fast, we 
might have slight reactions from 
time to time, but during the past 
eight weeks, it has been definitely 
established that the trend is at least 
upward. 

“What does this mean? It means 
that the depression is over, so let’s 
quit thinking and talking about it. 
Let’s figure the situation out, logic- 
ally, which is—that demand has 
caught up with supply, and confi- 
dence has been largely restored. 


~ 
. 
. 


a 
r 
. 


‘ 
, 
‘ 
o*) 1) oF 
’ alo’ 
' 
’ \! RO i 


. 
. 
. 
. 
. 
’ 
f_*, 
‘ 
ae’, 





This in turn means—first, a stabili- 
zation of prices on manufactured 
articles, including shoes; and, sec- 
ondly (and in all probability fol- 
lowing reasonably quick) an in- 
crease in price of all manufactured 
articles. 

“The point I am making is, that 
you can now buy your merchandise 
with assurance that prices will be 
no lower, but on the contrary, will 
be higher before very long. 

“You know—these things have 
always worked out in the same 
way, and the fellow who profited 
by them had the brains to buy at 
the low ebb. 











ENCOURAGE SPENDING 


—‘To insure a trade revival we must give 
money to spendthrifts, to those who will 


rush to counters and spend it. It is the 
awful paradox of the present-day condi- 
tions that, in order-to save the virtuous, 
we must give to the spendthrifts.” 

—Thus says a distinguished British econo- 
mist, who has made a life-long study of 
practical economics and human behavior. 

—Strange, isn’t it, that when we are foolish 
and extravagant we have good times, and 
when we become ruthlessly practical and 
efficient we have bad times. 

—Again it’s a question, I'll admit, of the 
chicken or the egg but | do believe we 
have all become cock-eyed from seeing 
and studying too many charts and graphs 
and statistics. 

—If we can become normal once again, 
spend some of our static and hoarded bil- 
lions, in short be reasonably foolish, 
we'll soon find ourselves well on the road 
to recovery. 


Sal — 


President. 





Battus Rolfs, 


‘of the Amity Leather Products Co. 


of West Bend, Wis., has on the 
walls of his office a picture of 
George Washington, the first presi- 
dent, made of inlays of leather, by 
John Philip Wege, a skilled crafts- 
man of the factory staff. 

* * * 


Leute shoe school, 
now in its 14th year, is starting a 
new term, with a record enroll- 
ment. Shoe workers seek practical 
knowledge. The school teaches by 
actually making shoes. About 25,- 
000 pairs are made annually. The 
city contemplates buying the entire 
output, and distributing them 
among the needy. They’re all shoes 
for school children. More than 800 
shoe workers were instructed last 
year, some being apprentices and 
more being experienced shoe work- 
ers who desired to gain new knowl- 
edge of their craft. | 

* +2 


I, keeping with 
the general progress evidenced by 
mercantile establishments in St. 
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Louis, the Hamilton-Brown Shoe 
Co. reports for the week ending 
Aug. 27 the largest volume of or- 
ders received from the retail mer- 
chants at any time during 1932, 
with the result that the net ship- 
ments of Hamilton-Brown Shoe 
Co. will show a decided gain over 
August, 1931. 

* 


* * 


A free course 


in shoe designing and shoe mer- 
chandising has been opened by the 
Board of Education, in the City of 
New York, to those employed in 
any branch of the shoe and slipper 
industry in Manhattan, New York. 
The course will be given at night 
at the Central Needle Trades 
School, 128 West 31st St. Regis- 
tration begins September 12th to 
15th—7 to 9 P. M. The course 
will be given under the direction 
of Louis G. Feman. 
* * * 


dd 
W. think you 


ought to know commodity prices 
have begun to climb,” advertises 
Stix, Baer & Fuller in a full page 
in the St. Louis Globe-Democrat, 
and continues: 

“We are not prophets . . . we 
lay no claim to the ability to see 
into the future. We are simply 
merchants and our job is to buy 
and sell at current market prices, 





operating as a distributing agent 
with the greatest efficiency and 
economy at our command. When 
commodity prices were dropping, 
we were quick to bring you the 
news. The upward trend is now 
sufficiently marked to justify our 
action in telling you what is hap- 
pening. We shall not urge you to 
buy now on the basis that good 
merchandise will cost you more in 
the near future. We think it will 
—frankly, we do not know. We 
merely content ourselves with tell- 
‘ing you that manufacturers and 
jobbers in many lines have already 
notified us of increased prices on 
merchandise for immediate de- 
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livery. If articles to replace the 
present stocks cost us more, the 
selling prices must certainly be in- 
creased .to you correspondingly. 
We believe that our obligation to 
you requires this statement of con- 
ditions. We place the facts before 
you as simply as we can. Perhaps 
they will influence your action... 
only you have the right to judge.” 
* * * 


Saul A. Weingarten, 
treasurer of the London Character 
Shoe Company, operating a chain 
of 19 stores in the metropolitan 
area, is just back from Europe. 
Mr. Weingarten tells of his obser- 
vations at Cannes and Juan-les- 
Pins, Southern France, where he 
attended many smart evening 
functions. 

“The men, as well as_ the 
women,” said he, “are wearing 
sandals in colors. With these, 
trousers and low-necked silk shirts 
in contrasting colors are the mode. 
The fashion is spreading rapidly. 
Men of all ages, Englishmen and 
Americans too, have discarded 
formal attire for dancing. The 
women’s toes are tinted blood-red. 
As yet men are not painting their 
toe nails, but who knows what’s 
next ?” 

In his six weeks tour of En- 
gland and the continent he found 
that reptile skins and frog skins 
were the most popular materials of 
present day shoes. 

“Europe,” he added, “believes 
that the depression is finished in 
America and that business is pick- 
ing up by leaps and bounds. They 
feel that our shelves are empty, 
particularly of leather, and that 


soon we will be buying again. 
* * * 


More liberal use 


of leather. New offerings of shoes 
in Boston stores, as September 
starts, are notable for their ample 
areas of leather in their uppers, 
which is quite a change from dis- 
plays of the past two months and 
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more —open-work and _ sandal 

styles, scanty of leather, having 

been the summer vogue, to say 

nothing of the hot weather vanities 

of fabrics of one sort or another. 
* * * 


The new John Wanamaker's 
Men’s Shoe Store, opening up at 
No. 1 Broad Street, Philadelphia, 
as one of the finest shoe stores in 
the world, is pinning its promotion 
on what they term: “Our $50.00 
Man.” The store says: 

“He is the fellow who carries 
most of the load of the world. He 
is the fellow who wants to be well 
dressed enough to be seen in any 
company and yet who doesn’t want 
to, or cannot afford to, pay more 
than $50.00 for his whole outfit. 


| GOT 
$ 50° _ © 
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Please mind that expression—‘His 
whole outfit? from the first thing 
that he puts on in the morning 
until he hangs his hat in the office. 
He will pass anywhere for a well- 
dressed man, because he is a well- 
dressed man.” 

Now, for a little guessing con- 
test with our own subscribers— 
how much should he pay for his 
shoes when he gets all this for 
$50.00—which may be particular- 
ized as follows: 























“He gets an all-wool, standard fabric, ex- 
clusive fashion, three-piece suit that fits him 
and suits him, and that he can wear into the 
Union League or into any business office 
without anybody making any remark about 
his clothes—which is the greatest thing after 
all. He is dressed as a gentleman, and that 
is all there is to it. He gets a soft hat or a 
derby hat, as his taste requires, and it is in 
the ) Bol he gets a good madras or broad- 
cloth shirt, with soft collar or stiff collar 
attached, as he pleases; that is his business; 
he gets a fine silk necktie in prefect harmony 
with the kind of man he is and the kind of 
clothes he wears—and that is a new thing in 
this service that something more will have to 
be said about. He gets a pair of shoes that 
will march with the fashion of shoes any- 
where in the world, and wear with them, too. 
He gets his socks and his garters, his under- 
wear, his belt or suspenders, his handker- 
chief, and even his cane, if he wants it and 
the pipe in his mouth—and where could you 
find a man high or low better set off than 
that to go about his business wherever he 
wants to go?” 


* * x 


Cn William J. Pedrick, 
president of the Fifth Avenue As- 
sociation says: 

“We are hopeful that other cities 
will soon take up the quality idea 
so that at the outset of the Fall 
shopping season retailers through- 
out the country will have on their 
shelves and in their cases new 
merchandise of a finer quality than 
has been their good fortune to dis- 
play for some months past. We 
believe, with many of our leading 
merchants, that this is not a cheap 
country and that cheap, shoddy 
merchandise cannot for long appeal 
to shoppers and buyers. Worth- 
while and good-style merchandise 
at a price that will, when sold, give 
all concerned a fair profit and satis- 
fy the shopper is to be Fifth Ave- 
nue’s challenge to the depression 
from this day on.” 





8 A.M. 








Your PAIR OF 
UACES— 














combining THE SHos Reraizer, Sept. 17, 1932 














Tn 
“e 


Be % 


A\tready the story of the Paris openings 
for the Fall and Winter seasons has been told and 
retold. But its importance can scarcely be over- 
emphasized. Individuality has, at last, come into its 
own. Madame no longer need adhere religiously to 
a very high waistline if she can more chicly be clothed 
in one that is more flattering if it is placed lower. 
Nor need Miss Sylph continue to wear the more staple 
belted types. Every important couturier has included 
many of the new beltless fitted coats, suits and dresses 
that are so smart and youthful for every occasion. 

As for color, the new note was once regarded as 
some colorful touch in the scarf or trimming. Today, 
every couturier rules that the user of color is respon- 
sible for the successful building of the garment. 
Surely it is easily seen how necessary, then, is the new 
interpretation of color in every other fashion phase, 
particularly in shoes and hats. 

Promotion ideas for all! If manufacturers and re- 
tailers, alike, did not find the nearest thing to a gold 
mine in new profit-making ideas, then, surely, no other 
group of collections from Paris will reap anything for 
them at any time. 

Many important trends were revealed in Paris, this 
past. August, whose influence will be carried over into 
the following seasons. This is particularly true with 
regard to color. Shoe manufacturers and retailers 
and tanners of leather will find the colors from the 
couturiers as given below a working guide for next 
Spring’s shoe fashions. 

The American favorite, Schiaparelli, outdid herself 
once more in the most diversified collection in all 








“COLOR—And More of Kt! 


That's the Paris Dictum for Spring, 1932 


By JULIA. FIDDLEMAN 
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was new and _ original. 
Whether a suit, coat or dress for daytime, sports or 


Paris. Every thought 
evening wear, each was a delight. The colors, as 
Madame Schiaparelli, herself, informed us, were taken 
from a bunch of hyacinths. The deep hyacinth blue 
with a definite purple overtone entirely replaces black 
in this collection. All the gamut of the hyacinth 
blues appears, from the deep tone, already mentioned 
through the lightest shade which is stressed in many 
accent touches in daytime clothes and in entire cos- 
tume for evening. 


_ rouge,” an interesting Burgundy 
tone, is the new red and mouse gray appeared fre- 
quently. Some brown was shown; but the brilliant 
complement of yellow or bright rust gave this classic 
color new fashion meaning. For the deep hyacinth 
blue, rust was used again in clever contrast. As a 
matter of fact, the bright rust color proved to be a 
most important adjunct in almost every collection, 
and its significance as an accessory color for Spring 
for shoes, as well, should not be discounted. A repeti- 
tion of this color was seen in the featured metal clips 
and copper fastenings for which Schiaparelli is world- 
famous. The ones used this season are different from 
any used before and could very easily be adapted for 
new shoe fastenings. 

Greige, as well as the ever-present white touches, 
Paris favorites of this season, were used by Schia- 
parelli in several ensembles. Do not fail to take cog- 
nizance of every one of these colors; all indications 
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hold them as important for Spring as they are at 
present. 


Vionnet's entire presentation, although 
ever-startling in its clever conception of line and de- 
tail would, I believe, have been entirely lost if the use 
of color had not been so different and daring. As it 
was, it became one of the most outstanding collections 
for the coming seasons. Most important was the en- 
tire range of reds which included a bright tone with 
a pinky cast, as well as new red-rusts, rust orange 
and russet shades. Sometimes they were combined 
with black, other times with brown; and more often 
were the strategic accent notes that “made” the entire 
costume. Besides the 
reds, which appeared in 
great number, chartreuse 
combined with brown; 
navy blue in significant 
numbers; bright purple; 
dark, true brown; greige 
as well as black were 
Vionnet’s major selec- 
tions. 

The use of colors was 
actually breath-taking in 
its conception, but not too 
radical to win ready ap- 
proval of the women 
whom the masses are 
bound to follow. Visual- 
ize, if you can, a greige 
coat trimmed with nutria 
fur topping a rust-orange 
crepe dress. Or a black 
furless coat that was set off by a brilliant royal blue 
scarf and accompanied by a grey, royal blue and black 
dress. Gold wool in a dress and gold corduroy velvet 
for a coat on two separate occasions were completed 
by a brown coat and dress respectively. Such was 
the genius displayed by Vionnet in her latest collec- 
tion, holding more than the average share for Spring 
colors. 

Chanel, in staging a glorious comeback, worked 
magic with her interpretation of color. True, as in 
every other outstanding collection, the use of black 
and white was convincing. But the entire range of 
dusty, bright pastels that featured new evening dresses 
of velveteen, left everything else in the background. 
“Really, this is new; this is different,” was the acclaim 
of the American buyers. They bought, too, and I, 
for one, feel that these colors are too rare and too 
chic to pass with only a flicker of glory during the 
formal Winter season. 

Look for dusty rose, green and new blue in Spring 
colors. They can be so smartly accented by brown, 
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ISS FIDDLEMAN, who contributes this 

interesting article on the Spring out- 

look for footwear fashions from a Paris view- 

point, has just returned after a Summer 

abroad, during which she had an opportunity 

to observe the newest footwear and apparel 
style trends in the making. 

She is well known as a shoe style analyst, 
having written extensively on the subject and 
participated frequently in the style confer- 
ences of the shoe and leather industries. 

As Miss Fiddleman observes, color promises 

. to be particularly important next season in the 
styling of footwear, and tanner, shoe manufac- 
turer and merchant will find in the colors from 
the couturiers of Paris a working guide for the 
preparation of Spring shoe styles. 

Therefore a study of prevailing trends in 
Paris garments and materials becomes helpful. 


black and navy blue shoes. Chanel’s matching vel- 
veteen pumps and gloves are an accessory note that I 
couldn’t help mentioning. They were worn with the 
dusty pastel velveteen evening dresses and are for 
immediate promotion. It is easily seen what prestige 
this new Chanel accessory ensemble could bring to a 
fairly conservative line of evening shoes with which 
most of the shoe retailers have already fortified them- 
selves for a “safe business.” 

Navy blue, black, russet brown, greige, green and 
red corduroy velvet were used in another group of 
daytime suits that bear significant color and fabric 
note. Chanel was another couturiere who did inter- 
esting things with beltlines. Most of them were placed 
below the normal waistline; but the newest creations 
were fitted to the figure 
and were beltless. 
Lelong, Maggy Rouff, 
Augustabernard, Schia- 
parelli, Worth, Vionnet, 
Mainbocher and Moly- 
neux all featured this 
newer type of silhouette, 
as well as diversified ver- 
sions of belted models. 

White touches . 
significant numbers of 
grey much 
greige accented with 
brown for the most part 
and less often with black 
... new dark blues, show- 
ing a definite influence 
for Spring... less green 
...a consistent showing 
of true dark brown... 
black as chic as ever, combined with white as well as 
the new reds . . . red and more red in russet or Bur- 
gundy tones or even the bright reds with a pinky 
cast . . . enough purple to convince all that it can be 
ever so smart and need not forever remain the old 
lady’s standby . . . purple accented with grey or greige 
furs . . . mink trimming purple, too, in classic, regal 
fashion . . . brown accessories for purple as well as 
grey. Thus runs the fascinating color story from 
Molyneux to Mainbocher to Lanvin and Augusta- 
bernard to the great ones already described in the 
foregoing. 


A few distinctive details remain 
that I could not for the world miss telling you about. 
I regard each one of them as very important for all- 
wise shoe merchants who would make profits by fol- 
lowing fashion. 


[TURN TO PAGE 32, PLEASE] 

































































™ New Trends 


Distinct Novelties Appear in Men's Styles 
But the Volume of Business Will Be Done 
on the Staple Numbers 





Nearly all the slipper manufacturers 
have developed several distinct novelties this season 
for men, but are finding no real enthusiasm for them 
among the shoe buyers. It is a case of sticking to 
the staples for the big volume of sales. This in spite 
of the trend of the people to stay home more than 
usual and the belief that this increase in domesticity 
will result in more slipper sales for both men and 
women. 

There are two major volume prices for men’s slip- 
pers. In the store whose retail prices are from $7.50 
to $10.00, slippers retailing around $3.00 should show 
the best action in a price field of from $2.00 to $5.00. 
Those stores featuring the more popular priced shoes, 
say around the $5.00 mark, will have a slipper stock 
whose price range is from $1.50 to $3.50, with action 
around the $2.00 price. 

Pattern and color preference changes with the 
grades, and the change is more pronounced this year 
than heretofore. In the grades retailing at $3.00 and 
better, 75 per cent are operas, 20 per cent Everetts 
and the remainder Romeos, etc. Brightons, that is 
the opera type without a band, are showing a steadily 
increased acceptance, especially in the best grades. 

In the $2.00 lines, operas will run 30 per cent, Ever- 
etts 60 per cent with the Romeos 10 per cent. These 
percentages are for the McKays and cemented proc- 
esses, while of those slippers made the stitchdown 
method, the Romeos will show 65 per cent of the 
sales, with Everetts 35 and operas 5 per cent. 


Biue kid is showing considerable 
strength this season as fully 20 per cent of the sales 
in the better grades are of this color. There is no 
chance of its superseding the brown kid as fully half 
the good turns are of this material. Black will ac- 
count for some 15 per cent of the sales, with wine 
next at 10 per cent. The remaining 5 per cent will 
be scattered among the greens, reptiles, etc. 

The use of Juniper soles is becoming more general 
in the turns as there seems to be a decided trend 
toward the very flexible leather soles. 

In the fine turn lines, leather heels are used 100 
per cent, while in the $2.00 retailers nearly all have 
rubber top lifts. 





[TURN TO PAGE 32, PLEASE] 
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in Slippers > > 


Women’s Lines This Season Show Ten- 
dency Toward Simplified Patterns, with 
Black Dominating the Colors 


The same motive that prompted 
shoe manufacturers to adopt simple patterns and ma- 
terials that would serve women with footwear re- 
quirements for multiple purposes, prevails also among 
the manufacturers of women’s slippers. 

The demand continues to be for less extravagant 
patterns. Extreme models have their moment here 
and there, but merchants have gaged their buying 
with the tightness of the pocketbook and confined 
their orders for the most part to safe merchandise. 


Ces of designing is emphasized. 
In one line the manufacturer combined three slippers 
into one—selecting the best lines and fitting qualities 
and design of each to make the all-purpose boudoir 
slipper. The slipper was a combination of the bridge, 
sandal and D’Orsay. The opportunity for the mer- 
chant to reduce his stock, featuring this one pattern 
instead of three the previous year, is but an indica- 
tion of the study of the merchant’s problem being 
done by manufacturers. In the higher priced mer- 
chandise the demand for slightly better quality is re- 
ported, but a cross-current of price influence is a 
disturbing element in the lower price range, where 
further concessions are being asked. ~ 

Encouragement is taken from the trend among bet- 
ter*grade stores, who have recognized the increased 
call for slightly better priced slippers. The staples 
will dominate the novelties which are represented in 
the lines only in a very limited way. With concen- 
tration on the staples, the best selling numbers can 
be quickly replenished from the in-stock departments 
of the leading sources. This has a wide appeal both 
from the profit and turn-over viewpoints. 

Black predominates with an overwhelming ma- 
jority, a large firm reporting at least 95 per cent of 
their demand in this shade. Peach, blue and red are 
among the other colors mentioned as being bought to 
heighten and broaden the stocks. Satin for material is 
preferred, the percentage being decidedly in its 
favor. The second choice is velvet. Patterns are con- 
spicuously absent of trimming in most cases. The 
frills and fancy ornaments of past seasons are lacking, 
with simplicity and assurance of saleable merchandise 
supplanting risk, hazard and frozen stocks of extreme 
novelties. 
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JULIUS GOLDBERG 


dd M 
r. Goldberg hasn‘t reached the 
peak yet. He is always going ahead.” That is what 
John O’Connor says of his partner, who has so justi- 
fied the faith he has always had in Mr. Goldberg’s 
unusual artistry. 

“His style originations last year were better than 
those the year before. Those this year seem better 
than any he has ever before presented, and I am 
sure that next season, the new styles he introduces 
will surpass anything he has ever created.” 

This was in answer to our question, “What was 
the most outstanding shoe style Mr. Goldberg has 
brought out?” He was the first to present velvets 
and satins for street wear. He played a large part in 
making the low shoe lighter, lovelier and an all-year- 
around shoe. Short vamp shoes as exemplified in 
America are the product of his ingenuity. The open 
shank shoe.is a popular fashion even now, because he 












My LIFE 


Tenth Chapter of 
The Human Story of a Great Merchant 






singled it out among thousands of shoes in Paris 
twelve years ago. 

Crépe de Chines were his conception to help to- 
ward his goal of “making the foot look trimmer.” 
He was the first to make highly colored shoes, the 
first to popularize high-styled shoes, and he is still 
thinking, making and introducing new ideas in shoe 
patterns, colors and fabrics that are just as unique 
at their inception as the champagne boots. 

He is most observing and sees style in many things. 
Although he goes to Paris for style, backgrounds and 
inspiration, he immediately recognizes what he wants, 
even though he may secure it from the most common- 
place source. His tale of the “Dirty Rag” is an ex- 
ample of how in the most remote places he is able 
to find “style.” 


dd 

| was on the hunt for a new 
material for early Spring last year,” Mr. Goldberg 
says, in telling of the incident, “so I went to Paris. 
I combed the market, but came home with nothing 
definite. I spent months trying to find ‘just. the 
thing’ both here and abroad. 

“One day, while in one of our factories, I ran 
across a soiled piece of cloth, ink stained, and used 
as a desk cover. In answer to my question, I was 
told it was just a piece of sample that was no good. 
I brushed it, cleaned it up and treating it with the 
respect due such a cloth I asked to have shoes made 
of it. It was satisfactory. The material was beau- 
tiful, and because it was cravenetted, was serviceable 
and waterproof. 

‘We gave it a name and its great popularity was 
responsible for the sale of hundreds of thousands 
of pairs of shoes during the Spring and Summer 
season of 1931.” 

Although Mr. Goldberg is too unassuming to men- 
tion it, this same material at the present writing, 
thirteen months after he first introduced it, has be- 
come a very great favorite in the eastern market. 

Last year, to a world imbued with the idea that ex- 
treme cut-out sandals would never become popular 
for daytime wear, he introduced La Casino sandal, a 
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of STYLE 


As Told to Ethel Sherman Daniels 
By JULIUS GOLDBERG 


graceful combination of narrow straps joined at the 
toes and again at the heels. This was made on a spe- 
cial last, never used before. The secret of this last 
was that when the shoe was cut out, the woman’s toes 
would not protrude, as would happen on the ordinary 
last. 
By mid-Summer, the popularity of this type of 
slipper grew, until early this Spring, its popularity 
as the mode for the season was unquestioned. Since 
the first pattern there has been the La Bolero, The 
Lady Eve, and now the Delilah model, an exquisite 
open shank model with the entire toe and counter 
made up of circular strips. 

Since the introduction of this cloth Mr. Goldberg 
has created a new footwear fabric material, a soft 
fabric that looks like a beautiful piece of suede. This 
he uses combined with leathers of harmonizing colors, 
and its tremendous success this Spring forecasts that 
it will be a popular feminirie fashion for Fall. The 
material wears beautifully, sheds water because it is 

[TURN TO PAGE 57, PLEASE] 
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JOHN O'CONNOR 


New French shoe salon at 
O’Connor & Goldberg’s Mad- 
ison Street store, Chicago, 
which is open this month 
and devoted exclusively to 
the sale of short vamp shoes 
in the better grades. Deco- 
rations are in the modernistic 
manner but subdued by a 
soft blending of the pastel 
shades. 





Here is an attractive rubber footwear display that was actually used last season with gratifying results by Davidson Bros. Co., Sioux 


City, la. 


It shows what attractive windows can be created to feature rubber footwear and help increase the shoe store’s business 


in this important department. 


RAINY DAY WINDOWS 


Increase Rubber Footwear Sales 


and Profits by Effective Displays 


By and large, the shoe trade 


hasn’t done any too good a job in selling rubber foot- 


wear. The trouble has been largely that the mer- 
chants have counted too much on rubbers selling 
themselves. They have figured that rubber goods 
formed one of the staple lines of the business which 
would always sell when the weather conditions were 
favorable, thus creating a need and a demand. 

And so, instead of using their wits and their intelli- 
gence to create window displays and advertising that 
were novel and different, too many merchants have 
been inclined to follow the line of least resistance, 
stick a streamer carrying the word RUBBERS in 


red letters on the window when it rained and leave 
the rest to. the customers. 

People will buy rubbers, of course, without any urg- 
ing on the part of the merchant. But that isn’t the 
point. They wilt buy more rubbers, arctics and boots 
if the merchandise is featured in proper promotions. 
And they will pay better prices for them. There has 


-been too much of a tendency in the recent past for 


stores to, depend upon price rather than promotion to 
sell rubber footwear and the result has been a serious 
curtailment of profits in what used to be one of the 
most profitable lines of merchandise in the retail shoe 
store. 
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Here is the RECORDER’S suggestion for an effective early October rubber footwear window, which any shoe merchant can build. For the 
background, use material supplied by the rubber manufacturer whose line you feature, or have your sign man create a simple background 


of wallboard. 
appeal. 


When the four buckle article first achieved its wide- 
spread popularity as a fad in the college set about 
ten years ago and then spread rapidly to the general 
public, these arctics sold for a price that left the mer- 
chant a substantial margin of profit. Later they be- 





ES 





THIS WEEK’S WINDOW IDEA 


How to Build an Early Fall Rubber 
Footwear Window Trim 


Make Health and Style the keynotes of an effective dis- 
play of light rubbers and arctics for early October. 


Stress the necessity of keeping the feet dry to preserve 
health. 


Devote an entire window to a complete showing of the 
new styles in arctics and rubber footwear. Never have 
rubber manufacturers offered more attractive styles in 
rubbers than this season. 


Procure from the manufacturers of the rubber goods 
you carry all of the available material which they supply 
for window displays. It will be very helpful in building 
an effective display. Feature the slogan “Keep an extra 
pair at the office.” 


Remember that in selling rubber footwear, the early 
profit is the best profit. 
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In this window Fall hats, scarfs and umbrellas have been shown with the rubbers and arctics to give atmosphere and style 
Attractive rubber displays through the season will bring you increased business. 


came a football of price competition, fostered largely 
by chain store groups. Then style came in and that 
should have provided a new opportunity for profit, 
but to a large extent it failed to do so. The result is 
that retailers have been educating the public to be 
price conscious about rubber footwear when they 
should be teaching customers to be style conscious and 
use conscious. 

In times past there may have been some excuse for 
neglecting rubber footwear in the creation of shoe 
store window displays. Rubbers were an article of 
utility pure and simple. People never considered them 
from the standpoint of style or appearance. They 
were unattractive necessities. But that day is long 
since past. The style element is as much a factor in 
overshoes and other types of rubber footwear today 
as it is in leather shoes. Even the ordinary light 
rubber, which held out until the end against the blan- 
dishments of fashion, has finally yielded and this sea- 
son we see rubbers that look like suedes, rubbers that 
looked like kidskin, rubbers patterned to resemble the 
shoe itself and any number of other novelty types. 

With all of this attractive style merchandise at our 
disposal, surely there is no excuse for failure to give 
rubber footwear a prominent place in windows and 
advertising, as well as in displays within the shoe 
store. The public is as eager to see the new rubber 
footwear as any other kind of merchandise we sell. 

[TURN TO PAGE 57, PLEASE] 
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To Stabilize 


An experiment is being tried 
this week, It can be best explained by telling a story. 
A certain inebriated Irishman, riding in the subway, 
yelled out in a loud voice: “I can lick any man in this 
car and I'd like to do it.” Getting no response, he 
staggered into the next car and repeated his challenge, 
with a similar negative result. But in the third car, 
no sooner had he said: “I can lick any man in this 
car,” then a little, short fellow steps up and with one 
blow knocks him to the floor. When the Irishman 
came to, he said: “And this’ll be a lesson to me. I 
oughta have more sense not to cover so much terri- 
tory.” These are days for sticking to one’s regular 
territory. 

The tanner is running a color meeting the first of 
this week and the area of color to be covered is limited 
to six colors and black and white in women’s shoes 
and four colors in men’s shoes—no more, no less. 
Careful distinction is to be made between basic colors 
that are keyed to a volume of business and a later day 
selection of accent colors that may be used in next 
Spring and Summer novelty business. 

The advantage of having certain basic colors known 
to all, selected early—in advance of a given season, is 
most apparent. With these six colors and black and 
white, fully 85 per cent of the business of next Spring 
and Summer will be accomplished. The adoption of 
a few basic colors imposes no restriction upon the 
manufacturer and retailer but it is important to know 
the foundation of a season’s business. The tanners 
have promised no more and no less than an early 
showing of American leathers to cover the basic needs 
of a new season. 

There may be later meetings for the purpose of co- 
ordination and for emphasis of accent colors. Every 
store stock is made up, in the main, of shoes in these 
colors and a safe foundation has much merit. 


Orderly business, arrived at through orderly pre- 
sentation of the basic leathers of the industry, is a 
theme so fundamental as to be of interest to every- 
one. The new field of business effort is defined— 
useful materials and useful effort employed to se- 


Basic Colors 


cure stable profit—(a return greater than expendi- 
ture made and maintained). No longer can a busi- 
ness grow that considers its profits only as the 
result of extraordinary things, the reward of 
hunches, whims and stunts— Economic recovery 
can only come through stable, steady business as a 
foundation for stable and maintained profits. 


In using the term “stable colors leading to stable 
profits,” we take the definition of “stable” as follows: 
“Firmly established; not easily moved, shaken, or 
overthrown, fixed; steadfast ; steady in purpose; con- 
stant; firm in resolution; unwavering; durable; not 
subject to sudden change; abiding; permanent; to 
make firm or secure ; to establish; to confirm.” 


W. believe that it will do a lot 
to bring about planning of business and that it will 
minimize the habit of ordering a skin or a bundle of 
leather at a time for the immediate order. It may be 
the instrument of re-establishing planned production, 
where the manufacturer buys his committment of 
leather in advance of their day of cutting. He feels 
assured that a certain volume of business for the next 
season will be done on that approved color and shade. 

President Moffat of the Tanners Council of Amer- 
ica, has said: “There will be no expression of style 
trends in footwear or garments for it is to be the 
tanners’ presentation of leathers, accompanied by a 
color conference. At a later date, to be determined, 
the retailers and the manufacturers together with the 
tanners, will hold a Style Conference.” 

In other words, this is an experiment on the part 
of the tanners to make more orderly the business of 
sampling and selecting basic leathers to be made into 
shoes by the manufacturers and then submitted to the 
retailers of the country. 

We see a wholesome foundation in the idea of in- 
dustry putting the right and proper emphasis on regu- 
lar goods, sold in a regular way, to produce regular 
profits. 
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OF 
PIED PIPER 
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SHEPARD’S 
PROVIDENCE 


PROVIDENCE 


EAR after year the aggressive leadership of Pied 
Piper builds and increases the confidence of old 


customers. 


Pied Piper Patented Health features—quick, efficient 
in-stock service—liberal, friendly cooperation—these 
are the qualities that add permanence to Pied Piper 


agencies. 


Nine years ago Shepard's of Providence chose Pied 
Piper Shoes. Changing management . . fluctuating 
conditions . . have not altered this mutually successful 


connection. 


Only persistently maintained 
leadership could earn such 
loyalty from America’s finest 
stores. And such leadership 
can contribute to the success 
of your children’s shoe busi- 
ness. Write for full details 
of the Pied Piper proposition. 





WORLD'S GREATEST HEALTH SHOES FOR CHILDREN 
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Community Promotion Gives Sales Push 


W at about the Fall business ? 

Will it be a case of “watchful waiting” and “not 
choosing to run” after ‘the forgotten man” as might 
be said this presidential year, or will the store go 
out and make it interesting to buy? Many stores and 
communities have done this very thing. And brought 
in a considerable number of dollars to the various 
tills, too. 

Concerted action will do the trick in any store or 
in any town just as it did in Pampa, Tex., Wilton, 
Me., Cannonsburg, Pa., and many other places. 

Late September or early October is the ideal time 
to stage a city-wide buying campaign. This may 
take the flavor of a Fall Festival, Fall Opening, or 
Harvest Gathering. The name itself is of small im- 
portance, any name having some local significance 
will do, it is the enthusiasm behind the movement 
which counts. 


In nearly every case it is the shoe merchant of 
the community who is the self starter in organizing 
or awaking his city to the mass advantages coming 
from a concerted buying day. 


Bargains should not be the appeal in the “Big Day.” 
People are much more interested in buying new Fall 
merchandise, possibly with a “shelter” buying angle 
thrown in for good measure, but new goods, rea- 
sonably priced. 

“Pampa Day” came from an idea of Joe Lazarus, 
manager of the Brownbuilt Shoe Store. It did not 
take much selling on the part of the shoe man to 
cause the wide awake Pampa News to put the idea 
into action. Result, some good business was devel- 


oped throughout the entire city. This has all been 
told in the RECORDER. 

One thing for the success of the “Big Day” or the 
“Big Week” is a parade. Some kind of a parade 
Nothing stirs the crowd as a band coming down the 
street with flags flying, automobiles tooting amid the 
general excitement of something out of the ordinary. 
Bear in mind, “I love a parade.” 

Wilton, Me., started off their three-day “Merchants 
Week” with a Baby Parade. Real babies, dolls, 
floats, bands all got the people on the street. Then 
came the dancing in the street and band concerts at 
night. The water sports were good, too. Free movies 
every afternoon and evening, did their share in keep- 
ing the crowd happy and active. The last night show 
did not end until midnight. Different. pictures were 
shown each day. A grand march in the street one 
night brought out a gathering which would have made 
a wonderful strip for a funny picture in the movies, 
but quite unintentional on the part of the participants. 

People came to Wilton from miles around who 
had not visited the town in years. They were enter- 
tained so royally that real money was left with the 
stores far in excess of the money spent. 

Another town in Maine, Pittsfield, put on a similar 
show. Numbered tickets were sold to all business 
men for $1.00 each. Of the $500 raised, $450 went 
for prizes and the remaining $50 was given to one of 
the merchants who held the right number. A parade 
was held each day, a baby parade, merchants and fire- 
man’s, and lastly a Horrible. Bank Boot Shop’s auto- 
mobile came in for special mention during the second 

[TURN TO PAGE 32, PLEASE] 
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will meet ANY of your 
requirements. 














It is the fine appearance and wearing of “Great Scott” shoes 
which quickly catch the eye of mothers and youngsters. Their 
superlative in-built qualities prove them the best children’s foot- 
wear money can buy. To you, every pair represents a good profit. 
_ No shelf-warmers. And a 98% in stock service gives you the most 
efficient service obtainable anywhere. All in all, “Great Scott” 
shoes, with the Doerman Plan, are REAL PROFIT BUILDERS. 


Write for Fall Catalog. 


Ratataeonp 


CHILDRENS SHOES 


No. 573 In Stock = 644to 8&—C&D - 
84 to12—B,C&D - $1.40 8'2t012—B,C&D - 
12/2t0 4—A,B,C&D 1.55 12% to 4—A,B,C &D 1.35 Res 


Doerman Shoe Mfg.Co. 
SOUTH MILWAUKEE, wIS. 
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HEIRS is a friendship of 





many years standing—a 
friendship built on mutual 
regard and confidence. In former 





days, these two good friends—one 
a successful retailer, the other a 
shoe manufacturer’s salesman— 





were apt to spend many a quiet 
hour together just visiting. Some- 
where down the line, Bill, the sales- 
man; .had ,picked up a darn good 
story. The job of buying from the 
new line was-over and done with, 
and now there was time to tell that 
story which “reminded” his friend, 
the retailer, and thus the hours 


passed. 


Did | you hear somebody say “You 
can’t teach an old dog new tricks?” 
Put that down as one of those say- 
ings that sounds interesting but 


isn’t true. Times have changed 
and these men have changed with 
them. Their mutual regard has 
strengthened as each found in the 
other qualities that had not found 
opportunity for expression in the 
comparatively easy-going days of 
ten years ago. 

The status of their present re- 
lations started from that morning 
some three years ago when Bill, 
the manufacturer’s salesman, 
greeted his friend with a serious 
mien instead of the broad smile 
that was characteristic of him. 

“Jim,” he said, after the barest greeting, “I hends 
right along that I was a pretty good friend of yours, 
and you’ve been a mighty good friend to me. You’ve 
given me upward of 60% of your shoe business for 
the past ten years. But what I didn’t realize until 
recently is this: That in spite of our friendship and 
regard for one another, we have completely missed 
an opportunity to turn that mutual confidence into 
profits for both of us.” 

“I’m telling you, Jim, you’re not selling as many 
shoes as you ought to. I’m telling you you’re not 
making nearly the profit you ought to get. And I’m 
not talking through my hat. I’ve got the figures and 
facts.” 

Good naturedly, but expecting nothing unusual, the 


Adv.— 


retailer agreed to listen to his old friend’s story. Yet 
to his utter amazement, this manufacturer’s salesman 
proceeded to evidence a surprising knowledge of the 
retail shoe business. He pointed out why and where 
the stock was too big. He proved by an analysis of 
the goods on the shelf that many sales opportunities 
were being missed. He proposed a simple plan for 
balancing the stock with sales. He outlined a method 
of stock analysis, stock control and intelligent buying 
procedure that does away with excessive markdowns, 
heavy end sizes, and the many other hazards associ- 
ated with shoe retailing. 


Then, at the retailer’s desk, he proposed a new 
arrangement. “Jim,” he said, “you and your source 
of supply are really partners. The fact that you own 
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this end, and he owns his, doesn’t alter the case. Let’s 
you and I be partners in that sense. I don’t mean 
that I want to put money into your business. Neither 
does my house. But the house and I want to put into 
your business every ounce of energy and knowledge 
we have. We can take over some of your burdens. 
We’ve got a department of retailing specialists whose 
services you are entitled to, if you concentrate on our 
line. We’ll be all for you and you'll be all for us. 
It’s just good business to get together this way.” And 
then he outlined in full detail how the Brown Plan 
operates for the benefit of the retailer. 


“Brother, you’re talking sense,” came enthusiastic- 
ally from the retailer. “I’ve been fighting this game 
alone too long. I’m with you, Bill. But,” and he 
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smiled at his friend, “I had no 

idea you personally gave so 

much thought to the retail end. 

I knew your house did, of course, 

But you”—and he found no 
words to express himself. 

“Well,” said the Brown Shoe 

salesman, just a little pridefully, 

“you see it’s like this. I’ve gone 

back to school. Here was my 

house, who for years has been 

maintaining a department of 

retailing specialists, who had 

the system of successful shoe 

retailing down to a fairly exact 

science. Well, why shouldn’t 

j they impart some of that knowl- 

edge to the sales force who called on 

the trade, so they could be of real help 

to the retailer—work with him—help 

him make a profit? Maybe it was a 

new idea, but they put it into effect. 

They organized a school. I decided I 

wasn’t too old to learn. I was off the 

road for some time going through that 

school. And I’m going right-.on study- 

ing, and I like it. I feel different now 

when I call on a retailer. I know I 

can be of service to him.” 


It has been a matter of over three 
years since Brown Shoe salesmen were 
given the opportunity to go into in- 
tensive training on the problems of 
the retailer. Today the Brown Shoe 
man represents a new type of sales- 
man in the shoe field—a man who by 

disposition and training is equipped to help his cus- 
tomers operate on a more profitable basis. 

When the Brown Shoe salesman approaches you on 
the subject of the Brown Concentration Plan, he has 
previously concluded that the Plan would fit your 
needs and prove profitable to you. Therefore, you 
can well listen to him with an open mind. Whether 
or not you get together, we feel confident that you will 
find your discussions interesting and refreshing. 


Www Gaoe Gorge 


ST. LOUIS 


Manufacturers of a complete line of footwear for every purpose including 
Buster Brown Tread Straight Shoes for boys and girls and BROWNbilt 
Tread Straight Shoes for men and women. 


Adv.— 








3 7 interest is being manifested 
by shoemen in Dr. M. W. Locke, the miracle man of 
feet, located in the small town of Williamsburg, On- 
tario, Canada, many having visited the famous phys- 
ician and the shoe store run by a man named Gilhooly 
in a barn adjoining his home. 

A recent visit by Harry I. Cohen of the Albany 
Shoe Co. of Albany, N. Y., disclosed the fact that an 
important part of the treatment by Dr. Locke includes 
prescribing proper shoes to be worn by the patient. 
Dr. Locke has no financial interest in the shoes. 

“On a recent tour through Canada,” said Mr. 
Cohen, “we were advised to go to a town about 40 
miles from Ottawa, Ontario, Canada, named Williams- 
burg. Here we found a shoe store made out of a re- 
modeled barn, where 250 to 300 pairs of men’s and 
women’s shoes were sold each day at $9.00 per pair. 

“The reason for this remarkable business is the 
genius of Dr. Locke. There is no humbug about his 
theory, but the simple fact that if the feet are prop- 
erly fitted with correct shoes, nature will do her work 
by keeping the body healthy, through allowing ade- 
quate play of the muscles and correct bodily posture. 

“While in the small village of Williamsburg, we 
interviewed the manager of the store where these 
shoes are sold and observed the peculiar manner in 
which the salesmen fitted the shoes. The clerk sits 
















This Store Sells 300 Pairs Daily at $9 


There is no style problem to contend with here 


Vv WT W 






on a cushion on the floor while serving the customers, 


who stand in line to be waited upon. Of course any 
customer buying shoes in this store gets the correct 
size and width and there is no style problem to con- 
tend with inasmuch as the customer is told by Dr. 
Locke previously to entering the store just what kind 
of a shoe is needed for his or her individual case. 
Shoes are sent from this store to every point in the 
United States, Canada and foreign countries. 

“A complete record of each customer’s shoe is 
kept and should he at any time desire a new pair of 
shoes he merely writes to the store and a new pair 
of shoes is forwarded without trouble or delay.” 

Another shoeman who has recently visited Dr. 
Locke is Joe Carruthers of Dun Deer Sandals, Inc., 
Auburn, N. Y. His interest like that of every other 
shoeman was aroused, and to satisfy his curiosity he 
made the trip to Williamsburg and writes as follows: 
“T was very much impressed with my visit to Williams- 
burg, at which time I personally checked cars from 
twenty different States, and particularly noted four 
from California with, of course, a great many cars 
from New York State and from the Provinces of 
Ontario and Quebec. 

“At 2 o’clock on the day of my visit there were be- 
tween 150 and 200 actually waiting to be treated. 

[TURN TO PAGE 57, PLEASE] 


In this remodeled barn, 
adjoining the home of Dr. 
Locke, 300 pairs of shoes 
are sold each day at $9.00 
per pair. The proper 
shoe is suggested by the 
physician for each indi- 
vidual case. Shoes are 
shipped to all parts of the 
United States, Canada 
and foreign countries. 
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MAKE HER 
SCHOOL HOURS 


HOURS OF COMFORT 


CE tastic provides the shoe of the school 
girl with the same muscle-relaxing toe com- 
fort that she enjoyed in her comfortable sport 
shoes during vacation hours —a comfort that 
will keep her mind on her studies. There are 
no loose linings to hurt the toes, for this fusing 
box insures a smooth, wrinkle-proof toe. Since 
the Junior Miss insists upon the same details 
that give comfort and style to adult footwear 
be sure her shoes are equipped with Celastic 
—The Quality Box Toe. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


THE QUALITY 
BOX TOE 


U/C 
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fer tne 
Can you think of any 
smart new shoe style 
Macy's hasn't got, in 


Macy's Second Floor 
34th ST. & BROADWAY 
Macy's Open Till 6:30 Tonight 











The theory held by a 


majority of advertising men that 
the head or feature line of an ad- 
vertisement should specifically tell 
the story intended, is being intro- 
duced. in many of the Fall shoe 
advertisements. 

With suede an important ma- 
terial featured for early Fall shoes, 
many of the ads used the one word 
SUEDE across the top of the 
space, which immediately created 
a consciousness in the mind of the 
reader that this was the smart pre- 
ferred shoe material for early Fall. 

With a repetition of this style 
of layout and copy in many ads, a 
very definite trend is molded for 
shoes of this type, with the result 
that the customer comes into the 
store with some conception of what 
she wants, which eliminates selling 
resistance and assists the sales- 
person in consummating the sale 
more rapidly. 

It is surprising what intriguing 
copy and descriptions have been 
developed in the promotion of 
suede. To most of us writing copy 


Suede Dominates 


Early Fall Ads 


Merchants Play It Prominently 
in Headlines and Illustrate Many 
Styles in This Smart Leather 


with an attractive slant becomes 
burdensome and we struggle for 
that certain expression, with a full- 
ness of meaning, that is flavored a 
little differently from the ordinary 
mine run of copy. 

The word suede has been dressed 
up and surrounded with copy that 
has placed the material in a style 
realm, fully appreciated for its im- 
portance in the field of footwear 
fashion. In like manner has alli- 
gator also been exploited with an 
increased recognition of this reptile 
material as being considered ac- 
ceptable within the fashion range 
of smartness. 

Emphasis and timing of copy 
should be carefully studied, for 
their influence in directing con- 
sumer acceptance for advertised 
merchandise is immeasurable. 

Altering the head from the usual 
straight line is becoming popular 
and the attempt in many instances 
adds eye appeal to the advertise- 


ment. 
ie oe 


Frank Werner Slipper Salon, 
San Francisco . . . “The reasons 
why I. Miller suedes will grace the 
smartest feet this Autumn. Three 
models in Black, Brown, Suede. 
One—the new De Luxe tie com- 
bining suede and patent leather 
. . . $12.50. Two—The step-in 
pump, cut so high over the instep 
that it’s almost sabot-like in ap- 
pearance . . $11.50. Three— 
The four-eyelet tie, in rich suede, 
with just enough reptile to mark 
it “superb”! . . . $10.50. 


Chas. A. Stevens & Co., Chi- 
cago, is featuring the new Latin 
Toe for fall... . “Dash——-Verve— 
Smartness distinguish the new 


Latin Toe. It’s a short vamp, 
round toe last that is ever so flat- 
tering and promises to be all the 
rage this fall! Sketched, black or 
brown suede oxford with a dash 
of patent leather. $8.50.” 


F. W. Dabney & Co., Rich- 
mond, advertises a new pump as 
follows: “Suede and Kid com- 
bine in a novel fashion to make 
this new pump one of the most 
exciting models of the new season. 
It’s suede one one side, kid on the 
other. Shown in black and brown. 
It makes it doubly interesting.” 


Denver Dry Goods Co., Denver, 
asks: ‘What’s A-Foot for Fall? 
Velvety Suede Adoria Oxfords 
and Step-in Pumps. $8.50. Suedes 
that look like velvets, deep rich 
browns and blacks—some accented 
with a touch of patent or reptile. 
Higher cut pumps and lower cut 
oxfords—a smart collection.” 


Ransohoffs, San Francisco, in 
advertising their $14.50, $16.50 
and $18.50 shoes, say: “A smart 
step in the right direction. . . . If 
you have worn Delman shoes be- 
fore, we need only say that the 
fall models have arrived. If not, 
one wearing will convince you that 
for distinctive styling, for honest 
quality, for unmitigated comfort, 
there is no alternative to a bench- 
made shoe. They’re here in types 
for every occasion.” 


Watters, Buffalo, has value in 
new Fall shoes “$3.95 
—a low price for these new Sterl- 
ing Shoes. You'll be thrilled at the 
many smart styles in the most de- 
sirable materials. And Watters’ 
fine quality in every pair.” 
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SHOE LACES 


AN IMPORTANT LITTLE DETAIL 


The wide-awake manufacturer never 
neglects his laces for he recognizes the qual- 
ity lace as one of the smaller yet important 
items so necessary to the smart, finished ap- 


pearance of his footwear. 


Although the customer may not know 
that your shoe conceals a box toe, counter, 
shank, etc., he instantly sees the lace. A good 
looking, quality lace is a visible sign of inbred 
quality in the shoe itself. Equip your shoes 
with laces backed by 67 years of lace making 
experience. We can offer you a complete 
line of glazed, soft-finished, rayon, and mer- 
cerized laces for all types and grades of shoes 


at prices which make them unusual values. 


SHOE LACE COMPANY 


(Successor to Joslin Manufacturing Co., Established 1865) 


LAWRENCE, MASS. 


SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS, 
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- The Most Sensatione 
Value Ever Offered! _ 


English-Made 
Riding Boots 












For Women For Men 
$7.50 $8.50 
stile inset 


Every dealer should take immediate ad- 
vantage of this extraordinary opportu- 
nity to merchandise Colt English made 
Riding Boots at a price that will result 
in a large, profitable volume. 


WRITE TODAY FOR CATALOG H 


COLT-CROMWELL CO., Inc. 
EST. 1899 
1239 Broadway—New York City 


Also In Stock at 
911 So. Los Angeles St. 
Los Angeles, Cal. 














Convenient 
—For Your New York Stay 


Important conferences that require a re- 
laxed concentration place a cash value upon 
the livable distinction of the Hotel White— 
your New York headquarters. 


Hotel apartment suites of 1, 2 and 3 rooms 
—with serving pantry. Excellent cuisine. 


Rates from $3.50 for one person 


$5.00 for two persons 
Suites from $7.00 : 


A short walk from the Grand Central zone. 


HOTEL WHITE 


Lexington Avenue and 37th Street 
New York City Lexington 2-1200 
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Trade Trends 


What New York Stores 
By GEORGE E. GAYOU 


The popular accord given to suede 
footwear, both in brown and black, has not dimin- 
ished during the past week. As a relief from the con- 
stant reiteration of suede by practically all stores in 
their promotion and advertising, reptiles were given 
an opportunity to measure their selling power. 

Featuring alligator and lizard shoes in a pronounced 
manner, many stores have experienced a brisk demand 
for footwear of this type. The range of prices in 
which alligator shoes are being offered is anywhere 
between $3.95 up to the ultra-smart shops where prices 
reach $18.50. 

At Saks 34th Street, S. A. Marx, assistant buyer, 
said: “We are having a good demand for alligator 
shoes. In walking types, they have been espcially 
sought, with brown the preferred choice. In our $6.00 
grade with matched vamps unusual interest is being 
shown. In this line we are using color sock linings and 
this improvement is causing women to comment upon 
the attractiveness of the effect. We know that it has 
great eye appeal to the woman considering a pair of 
shoes.” Alligators, in straps, pumps and oxfords, are 
included in the array of patterns being shown. In 
some instances combinations of suede are used. Lizard 
also shares honors in the reptile field. Brown and 
black both have gained prestige in the choice of 
milady’s footwear. ; 

It is surprising to note the conservatism displayed 
in a majority of stores, where only the safest patterns 
have been selected. None of the wild orgy of extreme 
patterns and colors displayed in seasons past have been 
indulged in. Appearances indicate a season of profit 


. for merchants, as a hurried glance at any stock of 


shoes would fail to find a shoe that wasn’t a positive 
seller. 

Price does not seem to be the number one motif 
in footwear promotion, but rather quality and value 
are dominant in the appeal. 

Much of this may be attributed to what J. S. Bohan, 
shoe buyer for Lord & Taylor, describes in an inter- 
esting statement, in which he says: “There is no pro- 
nounced inclination on the part of the public for bet- 
ter grade shoes, but rather a tendency on the part of 
the shoe merchant to want to promote and sell better 
grade merchandise.” Mr. Bohan returns to Lord & 
Taylor as buyer and manager of the footwear depart- 
ment after an absence of a few years. 

With many stores attempting to discover a promo- 
tion idea upon which to hook their merchandising 
theme, along comes Wise Shoe Co. witha new ap- 
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Week by Week 


Are Doing and Saying 
Associate Editor 


proach, in which they glorify Julienne, one of the lead- 
ing shoe stylists in the world of footwear, her crea- 
tions in Paris always recognized as being whatever 
the French word for smart may be. 

“We are featuring shoes,” said M. Goldstein, buyer 
for Wise, “designed exclusively for us by Julienne of 
Paris. These shoes are not copies, but through an 
arrangement with this bottier we will have a constant 
release of new creations adapted to American women’s 
taste for exquisite footwear. These shoes will be fea- 
tured in our $5.00 line and made by hand in Brooklyn 
factories.” The Fifth Avenue shop of Wise was util- 
ized to sponsor the opening gun in this new promo- 
tion of what they call “customized” shoes, inspired by 
Julienne. 


+ upon Edward Cohen of 
Saks Fifth Avenue store to shake shoedom with some 
new smart shoes and those featured in the windows 
during the past week are patterns of superb taste and 
design. Prominent among the many attractive models 
are those in which gimpe stitching of a contrasting 
thread has been used. A number of motifs have been 
worked out with this theme producing an effect that 
adds smartness to a season of very conservative pat- 
terns. The stitching in most instances traces a dainty 
design about the shoe. 

The opening of J. & J. Slater’s new comfort “Day- 
long” department this week brings with it another 
announcement which will bring joy to many shoemen’s 
hearts. Its direction is to be in the capable hands of 
James W. Harty, known for many years in the retail 
trade and connected with the Coward organization. 

For those who are not aware of the new Spring 
colors recently selected by the industry here they are: 
Chaff Beige, Corosan, these two being the new selec- 
tions and the following the carry-overs: Indies 
Brown, Fawn Brown, Swagger Brown and Admiralty 
Blue. John Ward, the Fifth Avenue store of’ the 
circular golden domed island display case, peaks the 
exhibits of Fall shoes with four cordovan shoes. 

The Fall display openings both in footwear and 
garments along Fifth Avenue brought cunning and 
ingenuity in preventing the “chiselers” from doing a 
copying job. In some instances private watchmen 
sat in front of the stores to thwart the pencil pilferers, 
but Andrew Geller’s windows featured a display ar- 
ranged with an unusual diffused lighting effect that 
permitted the shoes to be seen, but made it difficult to 
determine the precise detail of the pattern. 
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Flex-Mode (light-weight cement constructed) shoes carry 
a metatarsal raise on the insole, rubber cushion heel pad 
and a corrective shank of proven merit. 


LUDLOW—In Stock 


B846—Black suede with black calf 
trim; Lisbon last, two-inch Cuban cov- 
ered heel. AAA to C $3.85 
B847—Brown suede with brown calf 
trim, Lisbon last, two-inch Cuban cov- 
ered heel. AAA to C.......... $3.85 




















DENISE (Gore) 
In Stock 


(This is a very smart sport type) 


B848—Pigskin with brown calf trim, 
Avenue last, two-inch Cuban covered 
heel. AAA to C.......ceeeeee $4.00 
B849—Black suede with black calf 
trim, Avenue last, two-inch Cuban 
covered heel. AAA to C........ $4.00 
B850—Brown suede with brown calf 
trim, Avenue last, two-inch Cuban 
covered heel. AAA to C $4.00 
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other styles in stock, 
including all wanted 








materials. Catalog on 
request. 











These light-weight walking types of shoes point the 
way to extra profits this fall. 


The KRIPPENDORF-DITTMANN Co. 
CINCINNATI OHIO y 























at 34th St. 






The lines permanently displayed at the Marbridge 
Building always merit your attention. The shew- 
rooms of the national leaders in the shoe and 
leather in are maintained here all year 


office space for approved tenants. 


MARBRIDGE BLDG. CO., INC. 
1328 Broadway New York 











“Color—And More of It” 


[CONTINUED FROM PAGE 13] 


Outstanding were the two-color 
double kid leather belts that lent a 
very clever accent note to all of Lyo- 
lene’s dresses. It is easily seen with 
what regard Lyolene holds these kid 
trimmings. In an ensemble consisting 
of a rust colored dress trimmed with a 
grey kid belt, the coat of grey tweed 
was entirely lined with rust-colored kid 
leather. 

Lelong featured black python belts, 
replacing the patent leather ones of 
previous seasons. These have a new, 
subtle quality that we look for in all 
the dull fabrics this season. What of 
python shoes for a costume accent? 
Metal studded or colored jewel studded 
effects on belts, as Chanel did it, is 
another new idea for trimming. The 
many details that buttons featured are 
certainly noteworthy. Metal buttons 
and fastenings, wood and new compo- 
sition give added inspiration for shoe 
details that are certainly wanting. 
Lanvin’s different combination of 
greige and light blue took Paris by 
storm and certainly bears watching. 
For what more charming color scheme 
could one ask for Spring? 

Consider the shoe colors that the 
Tanners’ Council have adopted for 
Spring. They complement perfectly the 
colors presented in Paris that are sure 
to influence the spring color trend. 
Two new beiges named for shoes should 
be smart to wear the pale pastels that 
appeared in several collections. Pale 
straw beige, pink, a nice, light green 
and light blue were noted in the Vion- 
net collection particularly. Since con- 
trast is still the motivating force of 
fashion, fawn brown, named on the 
color card, is suggested as a contrast 
and trimming note for light beige 
shoes.. 

The overwhelming importance of all 
reds, particularly those in the rust 
family, gives a merited place to swag- 
ger brown. This color may well be re- 
garded as one of the most significant 
ones from a volume as well as from a 
high fashion viewpoint. Although sun- 
rust has not as yet been mentioned in 
the shoe color card for Spring, I ven- 
ture to name it as continuing and 
growing in prestige. Shoe dealers may 
also look for a noticeable growth in 
sales in this color next Spring. 

Again, the new reds, rusts and rust 
oranges may be held accountable for 
this color in shoes and other acces- 
sories. Both swagger and sunrust, as 
it was called last year, are very chic 
when worn with the true navy blue, 
particularly for the tailleur. Other 
blues, you will have noted, are too 
numerous and far too highly regarded 
not to have their own matching shade 
in shoes. Most of these blues, whether 
dark or bright, have not only a weak 
purple undertone, but a direct purple 
cast. One may. even be so bold as to 
call it an overtone. 


Therefore, it would be well for tan- 
ners to watch the color of blue that 
they adopt. A purple tone with enough 
blue remaining will be the safe color 
for Spring, 1933. Black surely is a 
part of the style program for Spring; 
and one will surely see it used with 
bold combinations of white. It is diffi- 
cult, as yet, to prognosticate the leath- 
ers; but patent leather is a Paris 
favorite that we may all look to. For 
black, one always approves of shiny 
arn even though dull fabrics 
ead. 


Last, but not least, there is brown. 
Think for a moment of the new bright 
reds with a pinky cast, the pale shades 
that are very smart with brown, the 
new slate and mouse greys which all 
Paris showed with brown complements, 
the true bright purple that is gaining 
importance, the acceptance of greige 
that will look chic only with a contrast 
of brown accessories. Consider these 
new fashion thoughts; then decide for 
yourselves that brown surely cannot 
be overlooked. Study these new Paris 
colors, visualize them, plan your style 
promotions accordingly. You are sure 
“a oa out on top next Spring! Good 
uck! 


New Trends in Slippers 
[CONTINUED FROM PAGE 14] 


Genuine leathers such as Reptiles, 
Alligators, Pig, Water Buffalo, Walrus 
and Pin Seal are experiencing only a 
very modest sale. There is a little de- 
mand for colored kid linings to match 
the uppers, and several novelty kid lin- 
ings such as the “cobweb” illustrated 
are well received. 

A certain number of men still prefer 
the better quality felt slippers. And 
here is an item susceptible to double 
header slipper sales promotion, for good 
felt slippers may be worn as a bath 
room slipper as wetting it does not 
affect the looks or wear. 

Padded sole slippers still hold their 
popularity, both with the spring heel 
and the attached rubber heels. Many 
merchants are buying these slippers 
with felt linings for the cold weather 
and -fabric linings for the summer. 
Very few felt linings are sold south of 
Philadelphia. 

In the padded sole varieties, brown 
calf leads by a wide majority, as fully 
90 per cent of the purchases are of this 
leather. Wines, Blues and a few 
Greens follow, while the call for patent 
leather is at its lowest ebb. 

Evidently the slipper manufacturers 
have stolen a march on the shoe men, 
as the open sandals, named by some as 
“The Provincetown Sandals,” they are 
showing are considered by stylists to 
be the forerunners of what men will be 
wearing as street shoes next summer. 
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OPI (Other People’s Ideas) 
[CONTINUED FROM PAGE 22] 


day’s parade. This was good publicity. 

One extra feature was the two loud 
speakers, a short ways apart. A man 
with a pleasing voice and a sense of 
humor announced the arrivals of the 
out-of-towners. Free movies, free ice 
cream for the kids, free ball games and 
free dancing, all meant some real free 
spending on the part of the big crowds. 

In Columbus, Ga., all the shoe stores 
cooperated with some fifty other city 
merchants in a “Try Columbus First” 
campaign. The idea of this was to keep 
the trade at home. Twenty-six full- 
page advertisements were taken in the 
Columbus Enquirer-Sun, one each week, 
containing information material about 
Columbus. While the campaign was 
sponsored by the Junior Chamber of 
Commerce, the retail shoe outlets took 
a leading part. 


A Successful Promotion 


A shoe man in Cannonsburg, Pa., 
worked out a very successful promotion. 
D. S. Pollock tells me: 

“During the recent Community Build- 
ers 3 Day Sale (local organization of 
merchants) it was decided to try tele- 
phone advertising along with our reg- 
ular and (one five inch double) special 
Community Builder ad in the news- 
paper. 

“The services of a part time tele- 
phone operator were secured for four 
days, three days preceding and the first 
day of the sale. Names were taken in 
rotation from the directory with no at- 
tempt made to pick out regular cus- 
tomers, aS we considered everyone a 
prospect. A regular sales talk was 
gotten up, which was short and snappy, 
offering a well-known line of $6.00 shoes 
at $4.95 and a discount of 15 per cent 
on all other merchandise (men’s, wo- 
men’s and children’s) for three days, 
Thursday, Friday and Saturday of the 
week, 

Cost of Sales Small 

“The three days were a great suc- 
cess, where other merchants only had 
ordinary days. The Saturday business 
turned out to be the best day in pairs 
and in dollar volume we have had for 
over a year, including Saturdays before 
Easter, Christmas. or semi-anual sale 
Saturdays. 

“The cost of these calls amounted to 
about one cent for completed calls and 
out of 900 made, not one person hung 
up on our operator. Everyone seemed 
interested, one regular customer coming 
in with a complaint that she had not 
been called, whereas her friend had re- 
ceived a call. 

“Needless to say, we'll use this again. 
For in our 23 years in business, having 
used every kind of a contest idea and 
sales ideas that the average merchant 
does to create business, including direct 
mail advertising to our list of 6000 size 
and style customers, the telephone idea 
produced the best results for the money 
spent. 
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Hotel Astor, New York 
September 19 and 20, 1932 
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JOHN  R. 


CINCINNATI MILWAUKEE 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Sept. 17, 1932 





—— €@ pane = 3 


LEATHERS 


OF pure white cast and characteristic Evans uniformity 


The famous black kid on which so many 
leading shoe manufacturers standardize 


EVANS & CO. CAMDEN, N. J. 


ROCHESTER PHILADELPHIA ST. LOUIS BOSTON 
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has long had a steady use among leading manufacturers. It is 


available in a variety of authentic colors — or can be matched 
to any desired color or shade. 
The most popular colors are 
COLONIAL 99 (EO) KO) \ 17.1 amie) :; COLONIAL 2 
Mascara Brown Cinder Brown Burgundy 
They are preferred for their color perfection and the superior 
working qualities which distinguish Colonial Black Patent. 
Write for sample swatches. 
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Living in the Age of Color 


Everyone Today Responds to Color 
Though Many People Are Unaware of It 


By WILLIAM J. MISKELLA 


Consulting Engineer, Chicago 


W. are living in the age of color. 
Never again will we be satisfied to wear just the plain, 
drab colors of our forefathers. We may say and may 


feel that we know nothing whatever of color, but 
nevertheless we do. As an illustration, one may know 
nothing about music, yet a discord is readily recog- 
nized. So it is with color—discords are also un- 
consciously observed. 

As a matter of fact, persons who know nothing 
about colors, change, fit, and try different combina- 
tions until they arrive at one which is pleasing—and 
it will be found in a large measure that the combina- 
tions thus evolved will harmonize. Since psychology 
has to do with the spiritual rather than the physical, 
it seems proper that these unexplainable acts on the 
part of those who are said to be totally void of any 
color education are justly classified under this head- 
ing. 

Personal preference whether we: realize it or not 
governs our very lives. Those who do not know 
much about color will not be governed or concerned 
with changes in color combinations or color discords, 
but that is erroneous, for a color discord affects all 
eyes very much the same as a discordant musical 
note affects the ear of a listener. A person may not 
know anything about music, yet he will invariably 
observe something wrong when a discord is sounded. 
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Ile may not be able to tell what it is that is wrong or 
why, but one thing is certain; he will know that all is 
not right. | 

Take another instance. Suppose two equally pretty 
young girls—twins—are walking down the street. One 
of them is dressed in clothes that are perfectly color- 
blended; the other wears exactly the same design of 
clothes, with the exception that the colors have pur- 
posely been made to clash. The question is, will the 
average person, not versed in the theory of color 
harmony, divide his attention equally between the two 
girls or will he continue to look at the girl that is har- 
moniously dressed or will he rest his eyes on the one 


who is discordantly dressed and ignore her sister ? 


Suill another instance—select 
one hundred men and women at random. Lead them 
up to a counter on which are displayed two paintings 
of a single rose; one colored in harmony and the other 
full of color discord. Ask each one to pick out the 
one he likes the best and record the answer. \s soon 
as the test has been completed, it will likely be found 
that about 75 prefer the harmoniously colored rose 
while the balance will have selected the discordant 
rose. 

[TURN TO PAGE 55, PLEASE] 
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COLORS 


CORRECTLY INTERPRETED 
OHIO'’S LIGHT WEIGHT CALF LEATHERS 


Giving footwear a correct style background for Beauty of Patterns 


KAFFORITE 


The Light Weight Calf Leather— 


tanned to meet the exacting requirements of carefully lasted, 
carefully fitted footwear for women, misses, and children. 























505 Swagger Brown 538 Admiralty Blue 
526 Indies Brown 540 Chaff Beige 
529 Maderra Brown 541 Fawn Beige 

7 531 Rust 542 Sea Sand 


WASHETTE 


Smooth, sparkling, washable finish — 
The ideal leather for women’s dress and sports 
shoes, for nurses’ shoes, and for children’s footwear. 


Swagger Brown Chaff Beige 

Indies Brown Fawn Beige 
= Rust Sea Sand 
— Admiralty Blue White 


NUVA FANCY GRAINS 


Pattern Designs in the popular including reptiles in popular 
shades. shades. 


wd 


Swatches on Request 


: OMIO 


| : LEATHER CO 
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FOR QUALITY THAT HOLDS CONFIDENCE 
Specify 


ES SEA 


CALFSKIN <= SPECIALTIES 
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ESSEX Leathers will continue to be produced on the principle that 
consistent value giving is the surest upbuilder of our customers’ con- 
fidence. 


* 


ESSEX stands for a constant will to excel—in originality 
of design—in beauty of finish—in better value giving to 
the customer—in all those elements that distinguish. 


* 


Remember—we are specialists in 
FANCY GRAINS ON FINE CALFSKINS 
* 


Also manufacturers of— 
“MERRICHROME”’ 


Perfection in full chrome tanned lambskin 


Spring Sample Pads on both lines now available. 





ESSEX TANNING CoO., INC. 


PEABODY, MASS. 


BR RRR SARE OL NA, EL RE ONE ODOR OES 


Sales Representatives 


E. H. Griffith Co. Benton Wilkins R. G. Caverly R. D. Smith & Co., Inc. J. B. Goldbach & Co. 

811 Sycamore St. 1602 Locust Street 79 South St. 325 Arch Street 316 Caswell Block 

Cincinnati, Ohio ‘i St. Louis, Mo. Boston, Mass. Philadelphia, Pa. Milwaukee, Wis. 
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Volume Colors for Spring Shoes 


To Be Shown Early to Promote Orderly Business 


By nw Mekey 


Vie leather industry is presenting 
its 1933 Spring color program for the consideration 
of shoe manufacturers and retailers at an earlier date 
than in previous seasons in an effort to bring about 
a more orderly business. 

The stable colors number six, utiless you include 
Black and White in which case there are eight. 


These colors are the foundation on which shoe 
and leather volume will be built for Spring. Sup- 
plementing them insofar as volume is concerned 
but possibly out-ranking them in fashion and pro- 
motional importance will be the new high style 
colors. The stable colors designated are to meet 
an established demand and, as nearly as shoe and 
leather men can determine at this time, point the 
way to volume. 


Leading tanners will show their versions of them 
at the Spring Opening of American Leathers at Hotel 
Astor, Sept. 19-20. These dates are especially help- 
ful to those large units in the shoe manufacturing 
business who operate on a national scale, enabling 
them to feature the official Spring colors in their sales 
to Southern accounts who necessarily must plan and 
purchase their stocks for the new season some little 
time ahead of dealers in more temperate zones. 

3esides showing the stable colors at the Astor open- 
ing the leather interests will conduct a color session 
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which is expected to be valuable in the development 
of new high style colors for Spring promotion. 

Black will lose none of its importance for Spring, 
nor will White. Doth are acknowledged to be strong 
factors in the footwear fashion picture again. 

As for the colors which appear on the official list, 
the B’s will predominate—Brown, Blue and Beige. 

The Browns and Blue are repeated from previous 
color cards; the Beiges, of which there are two, are 





new ; selected to take care of the demand for a neutral 
shoe which was found to persist this year even though 
the industry failed to officially recognize it in its ad- 
vance style deliberations. Corosan, the lighter of the 
two new beige shades, is a new version of a light 
clear sand tone, less yellowish in cast than Beach Sand 
of the Spring 1930 Silk Card. The darker shade is 
a clear neutral beige similar to Chaff Beige of the 


1932 Woolen Card. 


Indies Brown—Most important 
from the volume standpoint is this medium brown 
shade. Therefore, if a single brown were to be se- 
lected to the exclusion of all other shades in the rather 
large brown family this is the shade which would be 
adopted. If you have preferred to call your medium 
brown by the name Prado don’t be disturbed. It be- 
[TURN TO PAGE 55, PLEASE] 
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Analysis of Trends in Colors 


Experience of the Past Eighteen Months 
Forms Most Reliable Barometer for Spring 


By Trad 1 Kew 


The only method by which the 
Spring, 1933, Shoe Colors can be determined so far 
in advance of the season is by careful charting of the 
color trends through the past eighteen months. Study- 
ing the movement of color trends through the Spring 
and Summer of 1932 alone will not give a faithful 
estimate of colors in their relative importance. 

Black and white must be considered as colors in 
analysis of color trends, because both black and white 
have served as basic colors in the costume, and in- 
fluence actual colors in their degree and character. 

Black is slowly starting on a slight downward trend, 
because it is now invariably used with large quantities 
of white or color in combination, but the black shoe 
still dominates the list of colors. 

White started to rise into fashion at the Winter 
Resort period of 1930-31, more than eighteen months 
ago, and it is at the peak of importance now, and will 
not lose its fashion place if the Olympic Games and 
the European resort season can be counted on to 
presage future events. White shoes, all-white shoes 
specifically, are due for a volume sale all through the 
season from Easter to the end of Summer. 

The brown and white spectator sports shoe is still 
a classic in high fashion and in better grades but it is 
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strictly a country sports shoe, while the black and 
white spectator model has passed out of the picture. 
But the white shoe, trimmed with black calf or patent 
in a formal version, entirely different from the tip and 
fixing model, is a shoe to wear in town, with every 
type of Summer costume, as well as with country club 
costumes. 

Beige costumes reappeared after two years’ absence 
early this Spring, but the beige shoe did not appear 
with them. However, through the Summer, in Paris 
and at European resorts, the beige shoe has been noted 
occasionally, and for this reason the tanners have put 
two beiges on the color card, one a light, very neutral 
shade, the other a darker, equally neutral interpreta- 
tion. These two colors are considered important in 
combination with Fawn Brown or Black. Fawn Brown 
in the terminology of today, when actual fashion 
browns are so dark in tone, is a Dark Beige. 

While Leaf Brown is not on the color card there 
are many manufacturers who will need it for Spring, 
since it is a medium shade extremely smart in combi- 
nation with the wine browns which are indicated to 
carry through the early Spring. 

Brown is represented on the color card by Indies 

[TURN TO PAGE 55, PLEASE] 
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INCREASES 
YOUR PROFIT 


Light weight, shape retaining, non-scuffing shoes 
embodying all the elements of high style are being 
made of Rose Bay Willow Calf. 


The enduring good looks and comfort of such shoes 
please and satisfy women. They tell their friends 
where to buy shoes which combine practicality and 
economy with a full measure of smart looks. 


Rose Bay Willow is the original light, supple calf 
tannage making possible beauty, economy and ser- 
viceability in feminine footwear. Made in the six 
staple spring colors listed here, Rose Bay Willow 
Calf is available also in a variety of specialized au- 
thentic shades meeting every possible requirement. 


Ask your manufacturer to use this improved high- 
style leather which women so enthusiastically en- 
dorse. Its use increases your re-sale profits. 


AMERICAN HIDE & LEATHER 
COMPANY 
BOSTON 


® 
CHICAGO 


ST. LOUIS CINCINNATI 





NORTHAMPTON AND LEICESTER, ENGLAND 


DOLLIVER AND BRO., SAN FRANCISCO 
AGENTS FOR THE PACIFIC COAST AND ORIENT 
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CQlors to Spring 1933 












White 

Ormond No. 800........ (Corosan) 
Natural No. 970.......... (Chaff ) 
Topo No. 95........ (Fawn Brown) 
Leaf Brown No. 97 

Suanee No. 172.......... (Indies) 


Buccaneer No. 1312... . (Admiralty) 
Serge No. 1310 
Satin Mat 


ble New Cnrstle tay Q,, Se. 


Ghote by request to .< — 1702-100 Gold Sirect, New Otol 
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The basic women’s shoe colors 
selected for Spring and Summer, 1933, are: Fawn 
Brown, Indies Brown, Swagger Brown, Admiralty 
Blue, Chaff Beige, Corosan Beige. 

The characteristics of these colors are described 
elsewhere in this book. 

The tanners’ conference on colors at Hotel Astor, 
New York, September 19-20, will be exclusively an 
interpretation of their place and purpose, by Margaret 
Ilayden Rorke, head of the Textile Color Card As- 
sociation. The tanners rest their color case in her 
hands, in the belief that she is so well armed with 
fashion opinion that she can speak of color and 
leather as it blends or contrasts with color in gar- 
mentry for next Spring and Summer. 

The opening of the Spring season by the tanners 
will be the dominant feature of the two-day session, 
with each individual in each booth playing the part 
of interpreter of the line. He will tell that under the 
banner of the basic colors selected, his particular col- 
ors have their special interest. In other words, he 
will try to sell a bill of goods, for the No. 1 thing 
with him is: “Get the order.” 

But it must be distinctly understood that this meet- 
ing does not propose to set up color dictatorship by 
saying these shades and these only, must be used. 
It is expected that a certain percentage, usually from 
5 per cent to 15 per cent of the total volume of mer- 
chandise, will be devoted to novelty colors and ma- 
terials but the big volume of trade for next Summer 
will be on the browns, blues and beiges as selected. 
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Heralding a New Spring of Color 


Tanners to Open with New Leathers and Finishes 





This showing is not in the nature of a forecast. It 
doesn’t attempt to state that twice the usual amount 
of blue will be worn next Spring or that one beige 
in particular will be especially popular. Prediction 
and forecast is left to subsequent meetings of the trade. 

Year in and year out certain colors are used—the 
pastel shades in the Summer and the darker, richer 
hues for cold weather. The tanners and the Textile 
Color Card Association have simply chosen from the 
most popular shades for Spring and they recommen! 
a co-ordination program to bring about systematic and 
comprehensive color use. 


The garment trades, although they 
do not anticipate as far in advance as does the leather 
trade, walks down the same avenue in selecting first 
the basic colors and second, the accent colors. The color 
co-ordinating committee of the National Retail Dry 
Goods Association is presided over by A. G. Jarvis 
of Edward Malley & Company, New Haven, Conn. 
Mr. Jarvis explains the purpose of the plan in his 
industry as follows: 

“The committee selected one or two shades of each 
of the colors most frequently worn, for a production 
program, and manufacturers have been asked to co- 
operate in making available a full line of merchandise 
in these tones. This means not only that yardage 
and ready made garments will be brought out in the 
chosen shades, but that hats, shoes, stockings, jewelry 
and other accessories will be keyed to harmonize with 
them.” 
























KID COLORS 


SPRING 
1933 


WHITE 
81 Glazed (in volume for Spring) 
BROWNS 
. 176 Monk Brown (dark brown) 
123 Colonial Brown (brown-brown) 
75 Neutral Brown (volume footwear) 
FAWNS 
54 Dark Fawn 
59 Light Fawn 
BEIGES 
. 552 Palm Beach (neutral beige) 
80 Chaff (darker neutral beige) 
BLUES 
. 259 Byrd Blue (dark blue) 
No. 359 Sailor Blue (medium blue) 
FUCHSIA 
. 265 Beet Root (Burgundy) 








Beige in volume footwear has returned to the fashion 
circle. Beige shoes for 1933 season will be strictly neutral 


in cast so they will harmonize with any costume color. 


Leather Companies, Inc. 


WILMINGTON, DELAWARE 84 GOLD ST., NEW YORK CITY 
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The pure whiteness and fine texture of Amalgamated 
White Kid have established its prestige the world over. 
Shoes made of Amalgamated White Kid explain the 


acceptance of white kid footwear by women of fashion. 


2 
; 
u 


Leather Companies, Gnc. 


WILMINGTON, DELAWARE 84 GOLD ST., NEW YORK CITY 
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produce just the leather 
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Taadrite Calf... ia all 
the popular anew shades 


and lugtrous black 
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$2e our leathers at the 
Official Opening.. American 
Leathers by members of 
Tannery Council of America 


Hotel Astor, Sept. 19 4 20 
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At this time the very air is 
charged with an optimistic feeling toward a better 
outlook for business. With all the difficulties that the 
industry has been through, it is more important than 
ever that we rebuild on a solid foundation. Our com- 
mittee has, therefore, attempted to plan the coming 
event in a way that it will serve a most useful guid- 
ance to the entire industry in the building of the 
Spring line of shoes. 

“No alert shoe manufacturer or retailer can afford 
to miss the opportunity of gaining the authentic 
knowledge that will be disseminated at this gathering. 
There will be an absence of style guesses on what 
may or may not sell, but an intelligent attempt to give 
definite information on colors that will dominate 80 
to 90 per cent of the new season’s shoe business.” 

J. J. Lyons, Chairman, Exhibit Committee 


Opening the Tanners Show Room 


“ . 
The tanners must, of necessity, 


have their Spring colors in production early. 

“After a most comprehensive and amicable under- 
standing on the part of all three interests, the tanners 
are to lead off this year with their opening, which will 
be accompanied by a ‘Color Conference.’ 

“The early date is an experiment and retail and 
manufacturing interests, the tanners are quite sure, 
will watch it with much interest. They are heartily 
in sympathy with the decision of the tanners. 

“This is an opportunity for the tanner to lead the 
way to bring about orderly business, orderly planning, 
orderly production and the eventual orderly merchan- 
dising of the great mass of shoes that represent reg- 
ular business sold in a regular way. It is, indeed, 
well for the tanner to be first to get back to funda- 
mentals.”” 

FRASER M. Morratrt, President, Tanners’ Council 








LIST OF E 


Booth No. 

Adams Buckskin Company....................... .....0.... 23 
Allied Kid Co., Standard Div. ............................... 15 
McNeely and Quaker Divs. ............................. 14 
Amalgamated Leather Companies............................ 6 
William Amer Company. . uae Ao ood aa et Bae a Renee ee 
American Hide & Leather Co.......................... 7 
Armour Leather Company ....................... pee 
Peter Baran and Sons............................ ey. 
J. S. Barnet & Sons, Inc. ..................................27 
Barrett & Company................... ; eee | 
Bayer-Robertson Leather Saepeeetion ne ee er 19 
C. D. Brown & Company.. Brac Sar Sahn conta cto ae oe 
Burk Brothers ...... Ree Myce Rr ee i re ae 
Dimond Kid Company, eA Bae 17 
Dungan, Hood & Co., Inc. ................................. 42 
John R. Evans & Company BO eae onic etd oo Ge ciency On 11 
Eagle-Ottawa Leather Co. ood Wer ee a eet OO EAN 3 
Robert H. Foerderer, Inc. ...........................0.0.0. 32 
A. F. Gallun & Sons Corporation. See eee ata aie eee 24 
Goniprow Kid Company. . RT ee 
Griess-Pfleger Tanning ek oy aes 41 


Boot AND SHog RECORDER 
combining THE SHoE RETAILER, Sept. 17, 1932 


XHIBITORS 


Booth No. 
Henry Halle Tanning Company................ Aree ee 
L. H. Hamel Leather Company..............................40 
E. Hubschman & Sons, Inc............................ eee > 
Hunt-Rankin Leather Company......................... ...39 
C. D. Kepner Leather Co. ....................... eee 
Keystone Leather Company..............................-. 21 
A. C. Lawrence Leather Co.......................... ee 
G. Levor & Company, Inc. ......................... ... 36 
Mitchell & Peirson, Inc. ........................0......... 28 
McNeely & Price Company............................ 34 
R. Neumann & Company...................0000 0c eee ee el 13 
New Castle Leather Company.............................. 26 
Northwestern Leather (o. Trust...................0...0.0000. 5 
The Ohio Leather Company............................0005. 12 
Herman Roser & Son, Inc. .............0. 0000000 c ccc e eee ee. 10 
Seton Leather Company.......................0.0..0000.5. 29 
Fred Rueping Leather Sonaney. MP cd os oc. seats cee eee re 33 
Samuel Shapiro .......... Bee aloe eu. 4c rata aos oT 
Surpass Leather Company Sera a3 0S or aie sth aw Sy hra ee 30 
Albert Trostel & Sons Company............................. 9 
Richard Young Company ...........................-.0-0--. | 
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ON DISPLAY AT 
BOOTH No. 5 


SPRING OPENING 
AMERICAN LEATHERS 
HOTEL ASTOR 
SEPTEMBER, 19-20 
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| in SPRING 


or any other season. . 


the tough pliability of 
NORTHWESTERN LEATHERS 
is A SELLING ASSET TO YOU 


In juvenile shoes they provide barefoot comfort with determined 
resistance to tree-climbing, toe-scuffing activity. Kids like them be- 
cause they’re easy on the feet. Parents like them because they’re 


economical and sensible. 


In sport shoes Northwestern leathers give a maximum of durable good- 


looks and resistance to hard field service. They are comfortable, too. 


In heavy duty shoes these leathers are recognized the world 


over for their toughness, satisfaction, and economy. 


Specify a Northwestern leather wherever a combina- 
tion of good-looks, durability and comfort are 


needed to earn your customer’s good will. 


NORTHWESTERN LEATHER 
COMPANY TRUST 
BOSTON 
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Ses L is almost a truism to say that only merited 


success 1s permanent, and that a product deserv- 
ing of such success does not have to be “‘high 
pressured.” Surpass has never gone “‘sales’’ or 
‘‘advertising”’ crazy. Our kid, carefully made and 
faithfully graded, has always been offered solely 
on the basis of quality and price. Government 
figures show that last year (nearly half a century 
since ‘Surpass Kid” first appeared) more than 
18% of the Black Glazed Kid used by shoe 
manufacturers in this country came from one 
source—from the consistently graded stock of 


W the Surpass Leather Company. 


JRPASS 


















Black and colored glazed kid for outside stock AY : 9th & Westmoreland Sts., Phila 
and linings (also genuine Kangaroo) con be £& b 5 tga 
oblained from Surpass in any grade Sy a Oe Q _ New York Boston Chicago 


ond of standard unvarying quality Cincinnat = St. Louis ~London(England) 
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came Indies officially on the last Fall and Winter card 
and Indies it will be for Spring. 


Fen Brown—It is not unusual 
when shoe manufacturers are making brown kid shoes 
to have them call for a lighter shade of the FAWN 
or Leaf Brown type to use as a trim or in combina- 
tion with the darker leather. Hence Fawn Brown is 
presented. 


Admiralty Blue—This dark blue 
held a prominent place in the Spring, 1932, program, 
partly because of the Washington Bicentennial inter- 
est. Tanners were cautious in their production of this 
color and some even found it necessary to resume 
Blue production after stopping work on it, indicating 
a larger demand than had been anticipated. The 
French Couturier, Patou, has done much to keep in- 
terest in blue alive. He has developed a special shade 
known as Patou Blue, a lighter and brighter blue than 
Admiralty. Costa, the bottier who creates footwear 
for Patou manniquins, is continuing to stress Navy 
Blue sometimes using a trim of Patou’s lighter tone. 


Seuss Brown—In sports types 
of footwear there is a demand for a shade of this type. 
However, there is no call for such a shade in kidskin, 
and it will not be found in the range of kid colors. 


— Beige—Because beige 
shoes were found to be popular last season, when no- 
body apparently had sufficient confidence in its possi- 
bilities to say it belonged on the color card, in manu- 
facturer’s lines and in retail stores, beige has been 
given official recognition once more. It is a new beige, 


Volume Colors for Spring Shoes 


[CONTINUED FROM PAGE 41] 






however, of a clear sand tone like Beach Sand of the 
1930 Spring Silk Card. 


Catt Beige—Also new in this 
medium clear neutral shade selected for its possi- 
bilities for early selling, with a likelihood that as the 
season advances sales of this shade will decline as 
those of the new light beige accelerate. 


Analysis of Trends in Colors 


[CONTINUED FROM PAGE 43] 


brown for shoes. There are several families of brown 
which are indicated to continue through the Spring, 
but this Indies shade is chosen as a staple, because it 
straddles so many other shades by its dark neutrality. 
It might be noted that in Paris at the moment the 
bottiers are using a new mauve brown matched to the 
Tunisie brown of Fall 1931, as well as a wine brown 
like Madeira, which is popularized in this country as 
Oxblood. These two shades with a rust calf like the 
sunrust shade on our present Fall card, make up a 
trio of subtle new leather colors. 

Admiralty blue is a staple blue shade for Spring 
shoes, because no matter how light or how attenuated 
the blues may be for Spring, there is always navy blue 
for suits and coats, and shoes of dark blue can be 
worn with these as well as with lighter blues. 

Swagger brown is selected to be repeated on the 
Color Card because it reflects a trend toward tawny 
brown shades in sports clothes and remains after sev- 
eral seasons of high-fashion exploitation, the perfect 
interpretation of a Russia shade to wear with navy 
blue suits. 








William Shakespeare wrote: 


“All the world’s a stage, 

And all the men and women merely 
players; 

They have their exits and their en- 
trances; 

And one man in his time plays many 
parts—.” 


What a fund of wonderful phil- 
osophy and truth in those four lines. 
One could almost interpret them as a 
sermon directed at the modern business 
man. 

The Reward exists and it is paid to 
individuals who persevere in the knowl- 
edge of color just as it exists and is 
paid to those who love and study 
music, for back of it all lies the fact 
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Living in the Age of Color 


[CONTINUED FROM PAGE 37] 


that new business is constantly being 
created. Old things are cast into the 
discard, never to be reclaimed—all be- 
cause of a new color harmony interest 
that has been revived in the world 
within the last few years. It was pres- 
ent in Shakespeare’s time, no doubt, 
for there are very few color discords 
to be found in the historic records that 
are handed down to us from that time. 

“All the world’s a stage,” and on 
that stage Mother Nature has made no 
color discords. Where discords do ap- 
pear, they have been made by the hand 
of man, and their extent—however 
great that may be—is as a drop in the 
ocean, when the size of the stage is 
compared to the total of all the dis- 
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cordant color-effects on this world- 
stage. 

“All the men and women merely 
players,” but there are many differ- 
ences between their talents and their 
appearances. Stand on the corner and 
watch the procession go by; here, a 
poor workman dressed in subdued 
colored overalls in keeping with his 
occupation in life and not at all out of 
color harmony with anything he pos- 
sesses; there, a factory flapper dressed 
in loud colors that would be perfectly 
in color-tune were it not for the purple 
shoes that really belong to her other 
ensemble suit. 

Truly, there is a very close relation 
between color and the business of the 
day. 



















It keeps the foot @ ey] and comfortable 


v 
7 P 
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“SO SOFT ...SO PLEASING ... JUST LIKE A GLOVE ON THE FOOT” 


HAT’s the feeling of a shoe lined with Lambskin. There are many other decided 
eae For one thing, Lambskin absorbs moisture and gives the foot a chance to 
‘‘breathe."’ Because of its soft texture, it actually saves wear on hosiery, yet it is strong and 
durable, and adds a factor of strength and value to any shoe. . . . Protect your customers 
by insisting that your shoes shall be lined with Lambskin. Your manufacturers will be 
glad to cooperate, for they know of the economy of Lambskin at present prices. They 
know, too, that no other material can give such ease, such cool comfort to the wearer. 





























Lambskin as a quarter lining As a sock lining it is easy and And as a heel pad in either 
gives the shoe a smoother, pleasant on the foot. It actu- men’s or women’s shoes it 
snugger fit at the heel line. ally saves wear on hosiery. makes a softer tread. 


LAMBSKIN TANNERS ASSOCIATION, Inc. 


ambskin Jey 





LIKE A GLOVE ON THE FOOT 
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My Life 


of Style 


[CONTINUED FROM PAGE 17] 


waterproof. The blacks are a perfect 
jet, the brown is a gorgeous shade. 
All the colors are in perfect harmony 
with feminine attire. 

From the French Mr. Goldberg has 
learned the value of beautiful sur- 
roundings to help him in his work. 

In his home, in his studios, his 
offices, in the hotel rooms and state- 
rooms while traveling, even in his at- 
tire, he has built about himself an en- 
vironment to make him more sensitive 
to the feel of style, as well as the love 
for beautiful things. 

The O-G studios in Paris at 14 Boule- 
vard Poissonnie and the O-G New York 
studios and buying offices at 512 Fifth 
Avenue, on the corner of Forty-third 
Street, are equipped with a miniature 
stage, as well as a 25-foot runway, with 
spotlights, where in solitude and quiet 
Mr. Goldberg works out his ideas and 
plans. 

In Chicago, in the building that 
formed the original site of his first 
business venture with Mr. O’Connor, 
is the large massive office where he 
now studies his fashions and makes 
final decisions on the footwear he is go- 
ing to feature. Tall, frosted windows, 
adorned by heavy scarlet hangings, 
throw a soft light over the beautiful 
fittings of the room. On the rough 
walls are two large tapestries, one over 
the tall fireplace and other covering 
the longest wall. 

His desk is of heavy walnut, topped 
with Italian marble and all the fittings, 
even to his record books, are of finely 
tooled leather. Skirting the windows, 
along the two walls, is a marble topped 
runway, upon which his shoes can be 
displayed. A few antique lamps and 
ornaments help bring the atmosphere 
of ancient splendor. 

His home in Highland Park, a fash- 
ionable suburb of Chicago, is a replica 
of a small Italian villa. Mr. Goldberg 
with his architect, went to Italy and 
helped select the fine decorations, iron 
work, fountains and fittings from Ven- 
ice rg Florence. On his home, too 
can seen the fine concepti ; 
of things beautiful. ae 

The shyness of the youth who was 
afraid to wait on customers has given 
way to a fine dignity. He is modest to 
the extreme. He will rarely talk about 
his accomplishments, and this is the 
first time, and this at only the most 
urgent pressure, that he has allowed to 
be published the story of his work. 

While he has been called “Ambassa- 
dor of Fashion,” he is also a diplomat 
m every sense of the word . ‘ 
tactful, earnest and a man who knows 
what it means to keep his word. 

Where is going in the business of 
shoe styling Mr. Goldberg does not say. 
He will not predict any forthcoming 
styles which he intends to produce, for 
fear of misleading. In the later years, 
since his shoes have become individual- 





istic, he looks at shoes with an entirely 
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different viewpoint from the average 
man who buys style. 

This Spring he showed a tendency 
to develop more unusual styles in men’s 
shoes and before the N.S.R.A. men’s 
committee, said: 

“I suggest you feature light weights 
with close trimmed soles—the clothing 
industry is going to show tropical suits 
for men; why not tropical shoes for 
men? Then when September comes we 
will be able to get an extra sale of a 
heavier oxford for Winter, just as we 
formerly sold a high shoe to replace 
an oxford for that season.” 

He may go more intensively into the 
styling of men’s shoes, but he will 
never give up the field of smartly 
styled shoes for women. 

“The public has been kinder to me 
than to most innovators of style. They 
have allowed me to be their emissary 
in choosing styles for their footwear, 
they have followed my edicts most 
graciously. To me there is nothing 
more enjoyable, more fascinating than 
designing and presenting original, ex- 
clusive footwear styles. 

“Men have always looked for beauty, 
and now that women realize that a 
well-shod foot is a thing of beauty, 
there need never be any fear for the 
future of the fashion shoe industry.” 

THE END 


College Tea Sells Shoes 


PORTLAND, ORE.—A college fashion 
tea staged on Wednesday, Aug. 24, at 
the Meier & Frank store in this city, 
introduced collegiate footwear along 
with all manner of campus co-ed 
clothes for the 1932 “rushee,” with 
brilliant social éclat. In order to assist 
mothers of the young freshmen, as well 
as older college girls, there was a col- 
lege wardrobe council from felt hats to 
footwear on hand. 

The college council attended the Col- 
lege Tea on Wednesday, where models 
attractively displayed fifty different 
styles in footwear and other fashions 
to the strains of the Campus Crew Or- 
chestra. 


Clifford Kozlin Made Manager 


New LONDON, ConN.—Clifford Koz- 
lin has been named manager of the 
New London store of the John Irving 
Shoe Co., Boston, at 88 State Street. 
He succeeds Robert Drazen, who re- 
signed to manage a new retail shoe 
store in New London. 


Starts Manufacturing 


RocHESTER, N. Y.—The Gar Shoe 
Company has begun manufacturing a 
new line of Littleway process shoes 
after its consolidation with the Roch- 
ester Shoe Manufacturing Company. 
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Rainy Day Windows 
[CONTINUED FROM PAGE 19] 


And great numbers of customers, own- 
ers of arctics or rubbers that from a 
strictly utilitarian standpoint are still 
serviceable, will buy the newer and 
more attractive styles if we bring 
them to their attention frequently and 
effectively through windows and adver- 
tising. No longer is it necessary for 
the merchant to assume that his cus- 
tomer is out of the market for rubber 
footwear until the old pair is entirely 
worn out. Style and improvement in 
patterns, fastening devices, etc., offers 
a new motive for buying more fre- 
quently. 

And don’t overlook the health appeal. 
In these days, when all are keenly anx- 
ious to avoid the extra expense, loss of 
time and income, with the possible loss 
of a job, involved in serious illness, it 
is timely to point out the importance 
of keeping feet warm and dry. “Keep 
an Extra Pair at the Office” is a slogan 
which should sell thousands of addi- 
tional pairs of rubbers and arctics dur- 
ing the Fall and Winter months. 

So it should be the practice of every 
shoe merchant to play up rubber foot- 
wear in an effective window display in 
early October, and to follow this pro- 
motion with another window about the 
time of the first snow and with others 
at least once a month from now until 
Spring. Such promotion, reinforced 
with effective retail ads at similar in- 
tervals, should produce surprising and 
gratifying results in extra sales of 
rubbers and arctics between now and 
Easter. 


This Store Sells 300 Pairs Daily 
[CONTINUED FROM PAGE 26] 


The claim is made that during the 
Summer months about 1000 people are 
treated each day. A great many peo- 
ple spend from one to two months in 
this town. 

“The town certainly is not aware of 
the fact that there is any depression as 
one cannot get a reservation in hardly 
any of the homes, so that people are 
living within a radius of 10 to 15 miles 
of the town. The entire picture seems 
almost unbelievable, and I thought it 
would be interesting to know what I 
had observed and certainly I did not 
check over one-half the cars in the 
town, which would mean my having to 
go into all the backyards and fields 
surrounding the town.” 


Specializes in Larger Sizes 


LOUISVILLE, Ky.—Stacey’s, Inc., to 
handle clothing for women and misses, 
including shoes, ready to wear, furs, 
lingerie, hosiery and blouses, opened 


for business September 3, it being 
owned by Joe Greenberg, operator of 
the Bon Ton, and managed by M. F. 
Greenstein. The company was recently 
incorporated. It will specialize in 
stouts or large sizes, handling up to 
size 58 clothing in a special department. 









Have You Seen 












MATCHES THE NEW 
STYLE LEADERS! 


PYRAHEEL 


scuffiess heel covering 

















ABBOTT-ARMSTRONG-ABBOTT, 
INC., Auburn, Maine 

BANCROFT WALKER COMPANY, 
Boston, Mass. 

BRAUER BROS. SHOE COMPANY, 
St. Louis, Mo. 

THE CINCINNATI SHOE COMPANY, 
Cincinnati, Ohio 

CORBIN-HOLMES SHOE CO. 
Hudson, Mass. 

A TaaRY co. 
Lynchburg, V 

DUNN & McCARTHY, INC. 
Auburn, N. 

ENDICOTT.) JOHNSON CORP. 
Endicott, N. Y 

GREGORY & "READ CO., Lynn, Mass. 
R. P. HAZZARD, Gardiner, Maine 
HOGE-MONTGOMERY CO. 
Frankfort, Ky. 

THE IRVING DREW CO. 
Portsmouth, Ohio 





























LOOK at this list— they all use PY RAHEEL 


THE JULIAN & KOKENGE CO. 
Cincinnati, Ohio 
KRIPPENDORF-DITTMANN CO. 
Cincinnati, Ohio 

THE L. V. MARKS & SONS CO. 
Cincinnati, Ohio * 

THE MENIHAN CO., Rochester, N. Y. 
MILIUS SHOE CO., St. Louis, Mo. 

THE MILLER SHOE co. 

Cincinnati, Ohio 

MOULTON, BARTLEY, INC. 

St. Louis, Mo. 

PREMIER SHOE CO., INC. 

Long Island City, N. Y. 

RICE-O’NEILL SHOE CO., St. Louis, Mo, 
SELBY SHOE CC. Portsmouth, Ohio 
SHERWOOD SHOE COMPANY 
Rochester, N. Y. 

STROUT, STRITTER & CO., INC. 
Lynn, Mass. 

WALKER T. DICKERSON CO. 
Columbus, Ohio 














“MAIL THIS COUPON 


®@ Shoe manufacturers are using it! Retailers 
by the hundreds are asking for details! Fifth 
Avenue stores and other style leaders are dis- 
playing the latest fashion-finishes—Du Pont 
Pyraheel in the diamond-shaped texture of 
Calcutta Lizard, the mottled grain of Alligator. 

Shoe indications are that these two favorites 
will sweep the country this Fall and Winter 
season, Get your share of these profits... with 
Pyraheel! You owe it to yourself to see how 
faithfully this new heel-covering material repro- 
duces the unique finishes of Lizard and Alli- 
gator. Its resemblance to the actual leather is 
remarkable! And there’s the added sales feature 

. . obtainable only with Pyraheel . . . that zhis 
heel cover can’t be scuffed or scratched! 

Get full information about Pyraheel. It is 
also available in kid, calf, pig, reptile, and moire 
effects, as well as the two new leaders. Send the 
coupon today for sample heel and complete de- 
tails. Du Pont Viscoloid Company, 350 Fifth 
Avenue, Dept. 25, New York City. In Canada, 
Canadian Industries, Ltd., Pyralin Division, 
Montreal, Que. 





er pases Ta ae a 








for information and sample heel 











REG. U.S. PAT. OFF. 





HEEL COVERS 











PYRALIN 


FOR SCUFF-PROOF 


DU PONT VISCOLOID COMPANY, 350 FIFTH AVE., DEPT, 25, NEW YORK CITY 
GENTLEMEN: Please send me sample heel and full details about PYRAHEEL. BSs 


Retailer(D Department StoreO) ChainO 
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! 
I 
! 
| 
I 
| 
| Address 
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Trrerrrrrrrrrererrr errr erereeree ree rer reer rer eee eee eee 


Who is your shoe manufacturer? 


ManufacturerO WholesalerO 


cielo sis sas eb ce eb cen ee si etl ma 
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NATIONAL NEWS 


>» HOW’S BUSINESS 4 





Reports Increase in Sales 


BurraLo, N. Y.—Charles Hahn, Jr., 
vice-president of Sattler’s Inc., retail 
footwear, 998 Broadway, reports that 
July sales volume showed an increase 
of 108 per cent over the corresponding 
period of 1931 and sales for the first 
seven months of the year was 81 per 
cent larger than a year ago. 

“This is the largest year in our 42 
years’ history from the viewpoint of 
sales volume,” said Mr. Hahn. “It can 
be directly attributed to more aggres- 
sive merchandising, increased use of 
advertising space and greater concen- 
tration upon lines for which there is 
the greatest consumer response.” 

Mr. Hahn also reported the incor- 
poration of the business as Sattler’s, 
Inc., which has taken over the business 
which for 42 years has been conducted 
individually by John G. Sattler who has 
been elected president of the new cor- 
poration. Julian Hinkley is secretary 
and treasurer. In addition to Messrs. 
Sattler and Hahn, other member of the 
board include Mrs. Charles Hahn, Jr., 
Mr. Sattler’s daughter, and Aaron 
Rabow, general merchandise manager. 


Wholesale Prices Decrease 


WASHINGTON, D. C.— Wholesale 
prices for the week ending Aug. 27, 
1932, as just released by the Bureau of 
Statistics of the Department of Labor 
show that the index number of whole- 
sale prices for this week stands at 65.2, 
as compared with 65.4 for the previous 
week. This index figure, which includes 
784 commodities or price series, 
weighed according to the importance of 
each article and based on the average 
prices in 1926 as 100.0, shows that a de- 
crease of three-tenths of 1 per cent has 
taken place in the general average. 
“Hides and leather products” classifi- 
cation shows an increase of 1.5 per cent 
in the past five weeks. 
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SATURDAY, SEPTEMBER 17, 1932 


Fewer Delinquent Accounts 


NEW ORLEANS—The first monthly de- 
crease in delinquent accounts in 14 
months is reported by President W. J. 
Fischer of the New Orleans Industrial 
Clearing House Association. Delin- 
quency had been increasing monthly 
for more than 12 months, he said, with 
the first part of July making as bad a 
showing as any previous period. From 
the middle of the month on, however, 
payments spurted, making the month’s 
total show the first decrease since May 
1, 1931. Mr. Fischer said he believes 
the decrease shows a better trend in 
the economic situation in New Orleans, 
since no unusual factor caused the 
better showing. “The industrial clear- 
ing house figures are one of the best 
barometers of the local situation,” 
President William C. Ermon of the 
Surety Credit Corporation, a member 
concern, said. “Its members are all 
institutions which lend on endorsements 
in small amounts. The monthly busi- 
ness is probably $1,000,000 for all con- 
cerns and the money is scattered among 
thousands of wage-earners.” 








HEADLINES IN EVENING 
FASHIONS 


Many colors shown in dresses. Less white. 
Black still strong. Blues good. Ruby red. 
Tangerine range new. Many dark colors, espe- 
cially berry shades like blackberry. 


Color contrast important. Sometimes in dress 
itself. More often in accessories, ruchings, 
feather boas, etc. Velvet gloves a good acces- 
sory to play up in connection with shoes. 


Velvet featured evening fabric. Crinkled crepes 
for volume. Crinkled satins on the up-grade. 
Semi-sheers in interesting color combinations. 
Woolens for evening developing as high novelty. 
Broadcloth, wool crepes, jerseys. 

Informal idea in evening fashions very impor- 
tant. Dinner dresses and costumes easily con- 
verted from daytime to evening. 





EVERY WEEK 


Canton Bank Reopens 


CANTON, OHIO— Reopening of the 
George D. Harter bank, largest of four 
which closed a year ago, and one of 
Ohio’s largest financial institutions, has 
proved the biggest business stimulant 
to the retail shoe business here in many 
months. Release of aproximately $750,- 
000 started buying immediately, and re- 
tail shoe dealers report heavy increase 
in sales, especially in children’s foot- 
wear, as some 15,000 school savings 
accounts were paid in full. Retailers 
say the apathy in shoe buying which 
has been apparent here several months 
is fast being removed and that indica- 
tions for improved Fall business is 
most encouraging. 


Working Overtime 


LOGAN, OH10—The Logan factory of 
the Ohio Shoe Co. reports that there are 
258 persons on the payroll and an extra 
shift of workers are used between 5 and 
10 p.m. every evening in order to take 
care of orders. The output is between 
1600 and 1700 pairs daily. 


Virginia Plant Busy 


RICHMOND, VA. — Another sign of 
improving business conditions in Vir- 
ginia comes from’ Fredericksburg, 
where the Virginia Shoe Company is 
stepping up its working period from 
nine to ten hours a day, with approxi- 
mately 250 workers employed. The ad- 
ditional time is required to meet the 
demand, which is taxing the plant’s 
capacity. 


Adds Factory Workers 


FRANKForT, Ky.—The Hoge-Mont- 
gomery Shoe Co., has recently an- 
nounced improved business, resulting 
in speeding up operations with an in- 
crease of from 150 to 600 workers em- 
ployed. 








FORD’S 


B 462—Black Oose Strap A shoe of QUALITY, 3 262—Black Ooze Blu- 


16/ 


i Heel. i 16/8 Leather Heel. 
VALUE and EASE $3.85" 


B 562—Companion shoe 


on which to build a B S08—Companion shoe 


in Brown Ouse. PROFITABLE trade. 1 Black Ooze, 


Send for Stock 
Catalog 


C. P. FORD & CO., 
Rochester, N. Y. 


DETROIT: Hotel Tuller, Mr. Ray Wegman 


CHICAGO: 1815 Republic Bldg., Mr. Ray McCarthy 
NEW YORK: Marbridge Bldg., Mr. Jack Galway 













THE HOTEL 


MONTCLAIR 


LEXINGTON AVE.49™ TO 5O™ST, NEW YORK 
800 ROOMS 


EVERY ROOM WITH BATH 
From $3.00 per day 
Attractive Rates by the Month 
A RADIO IN EVERY ROOM 


Short walking distance from Grand Central 
Terminal and B.&O. Motor Coach Station. 
Ten Minutes by taxi from Pennsylvania Sta. 


American Home Cooking Served in a Notable Restaurant 





Modernistic 


any assortment desired 


IN-STOCK 























Price Ticket 





Your Choice 

of Two Color 
Combinations: 
Purple with Gold 
on White with 
Black Figures 


or 


Red with Black Edge 
on White with Black 
Figures. 





1 dozen...... $0.25 
6 dozen..:... 1.25 
12 dozen...... 2.00 


(Check with Order, Please) 


Merchants’ Service Dept. 


Boot and Shoe Recorder 
367 W. Adams St. 


CHICAGO, ILL. 








OSCAR W. RICHARDS, Manager 
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AN INDIAN CHIEF DEMONSTRATES SHOES 


Chief William Red Fox demonstrating 
the Algonquin model to manager Paul 
Barcroft. - 


ATLANTA, GA.—A real Indian chief 
demonstrating Algonquin shoes recently 
proved a real attraction and definite 
sales builder for the Nettleton shoe de- 
partment of Zachry. 

The chief, who spent an active week 
at the Zachry store, was Chief William 
Red Fox. He had spent the summer 
here teaching woodcraft and Indian 
lore and at the close of the camp Paul 


Sales Ahead in Pairs 


LOUISVILLE, Ky.—J. C. Fedler, Jr., 
Boston Shoe Co., Louisville, in dis- 
cussing business remarked that in pairs 
volume was ahead of this time last 
year, but that unseasonably hot weather 
over the closing days of August and 
early days of September were not ad- 
vancing fall business as had been 
anticipated. The week of Sept. 12, or 
State Fair Week should bring better 
than usual fair business, due to re- 
duced admission prices, and a tremen- 
dous drive that is being put on this 
year, and in which the merchants of 
the Retail Merchants Association, and 
others are cooperating. 

Mr. Fedler was rather pleased with 
a new Buster Brown children’s depart- 
ment that has recently been opened. 

In discussing outlook for fall he 
stated that a trend to oxfords was 
anticipated, with so-called ties passing 
largely from the picture, but that 
stripped pumps would continue in good 
demand in this vicinity. 


Hide Exports Increase 


New York.—An unusual develop- 
ment took place in the hide situation 
during July when exports of cattle 
hides exceeded those imported by 56,000 





pieces, according to a bulletin released 
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Barcroft, manager of the department, 
secured him for a week to demonstrate 
Algonquin shoes. 

Seated in full Indian regalia in the 
lobby of the Zachry store, Chief Wil- 
liam Red Fox drew a crowd at all hours 
of the day as he explained how the 
new Algonquin shoe approached the In- 
dian moccasin for comfort and dura- 
bility. 

In addition to having Chief William 
Red Fox in person, a very interesting 
window display was arranged in con- 
nection with the event. Many items of 
Indian craft, such as belts, tomahawks, 
beaded moccasins and pipes, were in- 
cluded in the display. Standards for 
the shoes were made by Mr. Barcroft 
himself out of natural wood. 

All of the newspapers in Atlanta car- 
ried illustrations of Chief William Red 
Fox and Paul Barcroft, manager of the 
department, while publicity varied from 
a few paragraphs to a_half-column 
story, all of which proved very effec- 
tive in putting over his unusual idea 
in shoe salesmanship. 

This stunt, however, has done more 
to introduce the Algonquin shoe to At- 
lanta than anything yet attempted, and 
Mr. Barcroft expects to secure results 
from it all fall. In other words, Mr. 
Barcroft’s philosophy this season is to 
take quick advantage of improving con- 
ditions by waking the trade up and 
then going after it. 


today by the New York Hide Ex- 
change, this being particularly sig- 
nificant inasmuch as the United States 
is commonly known as an importer of 
hides rather than an exporter. The 
turn is partly attributed to the abnor- 
mally low hide prices that prevailed 
in the domestic hide market around 
that time which encouraged foreign 
buying. 

The net imports of cattle hides dur- 
ing the first seven months of this year 
reflected a decline of 20 per cent from 
the same period in 1931. 


Buys Store Fixture Co. 


DETROIT—The American Show Case 
& Mfg. Co., with other factories at 
Muskegon and Adrian, have purchased 
the good will, name and assets of the 
Michigan Store Fixture Company of 
Detroit. 

Harry S. Sheresky, former president 
of the Michigan Store Fixture Com- 
pany, has been elected vice-president 
and director of the American Show 
Case & Mfg. Company in charge of 
designing. 

He is considered one of the best 
known store designers in the United 
States, having a reputation for design- 
ing stores with appeal and unusual 
merchandising arrangement. 
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WHERE TO BUY 


Bowling Shoes 


hh Fo er 


€ATHCO 


BOWLING SHOES 

No. 754'—All sizes in stock 

for immediate delivery. 
am. Write today for complete ca- 
mm. talog of ATHCO Athletic 
R,. Shoes. 


Athletic Shoe 


WHERE TO BUY 
Men’s Shoes 


and MILLER COOK SHOES 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 

















EAST WEYMOUTH,MASS. U.S.A. 


THE 








la 
=” SHOE 
Men’s Fine Shoes 
LD COLONY SHOE CO 


BOSTON 


| Brockton, 
10 HIGH 8T. 


MASS. 











SHOE 


M. A. PACKARD CO., Makers 











WHERE TO BUY 
Ballet Slippers 





















BLACK KID BALLET 







SLIPPERS 

Soft and Hard Toe 
ae. OR aera eee $1.35 
OT A ECO eae 1.30 
TD IONE oon ss yet o-s-nce 1.2 






ROT 
50 N. 4th ee. Philadelphia 




















TEKNIK? [cr 


SOFT TOE BALLET 
VALUE BEYOND 
COMPARISON 


A revolutionary improve- 
ment in ballet construc- 
tion, through patented Send for 















features. Toe pleats elim- 0 
inated. Elkskin soles per- ope 
mit utmost flexibility. A Ask about 
quality slipper at an irre- exclusive 
sistible price. franchise 





Black or Natural leather 
to retail for $1.85. 





Chicago Office 








. 159 No. State St. 
Los Angeles 
1533 Rosalia Rd. 
333 WEST5Z'‘SL MAIN OFFICE AND 
NEW ‘YORA.CITY FACTORY 




















WHERE TO BUY 


Women’s Shoes 
























FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 

































WHERE TO BUY 


Shoe Forms 


| Jarry. Jorms| 


FOR SHOES AND HOSIERY 
made from white, 
transparent or colored 
FAIR YLITE 
Shoe Form Co. Ine., Auburn,N.Y. 



























Links Windows with Advertising 


CHICAGO.—Copies of the full page adver- 
tisement appearing in the Saturday Evening 
Post and reproduced on the cover of the BOOT 
AND SHOE RECORDER of August 20, are 
placed in the windows of the four Nunn-Bush 
stores as an effective way of telling customers 
that the new prices are now in effect. 

According to W. C. Young, district man- 
ager, reports have come in to him from various 
parts of the country from those who have seen 
the news reel announcing the return to work 
of 350 employees at the Nunn-Bush plant in 
Milwaukee. 
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Proposes Higher Chain Tax 


INDIANAPOLIS, IND.—Increases in fees 
charged under the 1929 “chain store 
tax law” were proposed at the special 
session of the Indiana Legislature in a 
bill introduced in the House by Repre- 
sentative H. Curtis Bennett, of Dills- 
boro, which he estimated would bring 
$2,000,000 into the State treasury. 

The present law yields a return esti- 
mated at $300,000 a year. Bennett’s 
bill leaves the fee for single stores at 
$3, but fixes the following new sched- 
ule: Up to five stores, $25; from five 
to ten stores, $100; from ten to twenty 
stores, $150, and all over twenty stores, 
$250. 

For the 4963 chain stores the in- 
crease would be $374,156, bringing the 
figure from $67,539.50 to $441,695.50, 
according to figures prepared by the 
State tax board which administers the 
law. 

For the 32,907 single stores the re- 
turn would remain at $115,174.50. For 
approximately five thousand two hun- 
dred oil stations the increase would be 
from $109,115 to $1,111,115, an increase 
of $1,002,000. Legality of assessing 
oil stations under the law is in litiga- 
tion, however. 

This would bring the total revenue 
from all stores and oil stations to 
$1,667,985, to which is to be added ap- 
proximately $50,000 in delinquencies. 
Bennett said that if oil stations are to 
be computed on the same basis as the 
other stores the revenue should reach 
$2,000,000. 


Man’s Sized Feet 


Lynn, Mass. — The Friendly Five 
store on Union Street, Lynn, Mass., 
put on a feature offering of footwear 
for big feet, of the masculine sort, last 
week, and was amazed at the number 
of the sons of Adam who brought in 
feet of No. 12, and even larger, to be 
fitted with shoes. 

The largest size sold, a stock shoe, 
was a No. 15 EEE, and it measured 
approximately 14% inches in length, 
outside measurement, and almost five 
inches across the ball line of the fore- 
part. And the store has shoes one 
width larger. 
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New Firm to Start 


Lynn, Mass. — Harry B. Thomas, 
Harlan G. Little and others are form- 
a new firm to make 1000 pairs of 
women’s shoes daily, in the Lynn 
Realty Building No. 1, at 192 Broad 
Street. The shoes will be lasted by 
the Littleway process, and the soles 
fastened by the adhesive process. 

Mr. Thomas was for many years pro- 
duction manager for A. E. Little & Co., 
and later of the firm of V. K. & A. H. 
Jones & Thomas. After that, he sold 
shoes for several Lynn firms. Mr. 
Little was buyer of upper leather and 
supplies for A. E. Little & Co. 

This new firm expects to begin man- 
ufacturing early in September. 





Shoe Store Stick-Up 


ATLANTA, GA—A_ robber calmly 
forced E. H. Steining, manager of the 
Friendly Five Shoe Store, at 77 Peach- 
tree Street, to the rear of the store 
and looted the cash register of $58.00 
The Friendly Five Shoe store is about 
the sixth store to have been robbed 
in this manner during the past two 
years, shoe sfores in this section hav- 
ing suffered more from hold-ups than 
any other type of store. 





Discontinues Repair Department 


LOUISVILLE, Ky.—The John C. Lewis 
Co., women’s store and department 
store, has discontinued as unprofitable 
a shoe repair department in the base- 
ment, opened gome months ago, and 
which had featured sewed on half soles 
at 49 cents. 





New Company Formed 


Wooster, OHI0.—The Amster Shoe 
Store, Inc., was incorporated under 
Ohio laws to operate at Wooster, Ohio. 
Incorporators were Helen B. Amster, 
Nick Amster, Shirley Burgin, Cloyd A. 
Taylor and D. H. Weimer. Authorized 
capital is $15,000. 





Shoe Store Robbed 


CLEVELAND, OHIO.—The Tom McAn 
shoe store at 508 Euclid Avenue, was 
held up by two robbers recently and 
$130 taken from the safe and cash reg- 
ister. The manager and four sales- 
men were in the store at the time. 





]. B. Brady Made Buyer 


OsKALOOSA, IowA—J. B. Brady is the 
buyer of the shoe fepartment in the 
new Alsop department store, recently 
opened here. 





50 Years in Business 


VINTON, Iowa — John Glock, of the 
Glock Shoe Co., celebrated his fiftieth 
anniversary of being in the retail shoe 
business Aug. 20. 
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Canning Store Moves 


INDIANAPOLIS, IND. — The Peacock 
Shoe Shop opened its new store at 28 
Monument Circle. The room has a 
frontage of twenty feet on the Circle 
and runs back to the Guaranty build- 
ing lobby. 

Several weeks have been spent in re- 
modeling and redecorating the room in 
Louis XIV period furnishings with gold 
and green the predominating colors. 

The Peacock Shop has been located 
at 4 East Washington Street for the 
last ten years, but with the Monument 
Circle becoming the center of smart 
shops the move was considered advis- 
able. The move in fact, places the 
shop in an environment more fitted for 
the shop and its patronage. 

Vince Canning who has been in the 
shoe business in Indianapolis for more 
than ten years, was the originator of 
the Peacock Shop, and will have per- 
sonal charge of the new establishment. 


Opens Circus Department 


AKRON, OHIO—A. Polsky Co., depart- 
ment store has opened a unique chil- 
dren’s footwear section in its down- 
stairs store to be known as the “Circus 
Shoe Shop.” New shop is appointed 
with tigers, buffalos, monkies, clowns 
and has a real merry-go-round for the 
entertainment of the kiddies. Circus 
atmosphere prevails throughout the 
new shop, which is one of the most 
novel in this section of the state. On 
the occasion of the opening recently, 
circus novelties were introduced and 
souvenirs were distributed to several 
thousand youngsters who responded to 
the announcement to visit the new 
shop. In the new department Clownie 
brand shoes will be stressed and the 
Stonewall Jackson line of footwear for 
juveniles also will be carried. 


New Detroit Store 


DETROIT — A progressive new shoe 
store has been opened at 5601 Michigan 
Avenue, at a main intersection on the 
west side of the city by Dix Shoe Stores. 
This is a new company, just granted a 
Michigan charter, and has a capitaliza- 
tion of $5,000 with common stock issued 
at $10.00 per share. Ben Golden is 
owner of the company. While this is 
his first independent store, he has been 
district supervisor here for various 
shoe chains for several years and is an 
experienced merchant. 


Features Big Sizes 


Louisvitte, Ky.—John Zoll, at 
Twelfth and Market Street, Louis- 
ville, specializes in the hard to fit feet, 
and especially large sizes. Zoll car- 
ries men’s shoes up to size 17. 
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Buys Shoe Store 


DETROIT—The Davis & Halperin Shoe 
Store, operated by Morris Davis and 
Morris Halperin at 3413 Hastings 
Street, has been sold to the Torson 
Shoes, while the new store at 8950 
Twelfth Street remains as before. Alex 
Cuppage, a new figure among Detroit 
proprietors, is the new owner of Tor- 
son Shoes. 


Ford Shoe Store Moves 


RACINE, W1s.—The Ford Shoe Store, 
formerly located in the Venetian The- 
atre Building, has moved into new 
quarters at 407 Main Street in that 
city. Lee Hansen is manager of the 
store, which has been in business for 
10 months. 


]. C. Lewis Opens Store 


PORTSMOUTH, OHIO—J. C. Lewis has 
opened a shoe store at 306 Chillicothe 
Street. Mr. Lewis was associated with 
Sears & Roebuck for a number of years 
and later was manager of the Ports- 
mouth unit of the Newark Shoe Co. 


Raises Grades 


PITTSBURGH, PA.—Completely remod- 
eled and redecorated, the Sterling Shoe 
Store, successor to the Dolly Dean 
Shoe Store, at 209 Fifth Avenue, opened 
here today. The store is operated by J. 
Lorenz & Son, who maintain Dolly 
Dean stores in Canton and Youngs- 
town, Ohio. 

The Doly Dean lines were sold out 
at prices ranging from 69c. to $2.99. 
The Sterling shoes will sell at $2.50 and 
$3.50. Like the Dolly Dean shoes, the 
new line is only for women. 


New Store in Hanover 


HANOVER, PA. — William E. Strine, 
who formerly managed Strine’s Boot- 
ery, which was located in the State 
Theatre building, on Saturday, August 
27, opened a new shoe store, known as 
Strine’s Shoe, Inc., in the same room. 
The stock of the former store was sold 
and a new stock secured for the grand 
opening. Gifts were given each pur- 
chaser of a new pair of shoes the day 
the store opened. 


New Waterbury Store 


WATERBURY, CONN.—A retail shoe 
store to be known as Bennett’s, Inc., has 
been opened at 101 Bank Street. 
Abraham Rubin is president-treasurer, 
Francis Rubin is vice-president and 
Nathan S. Freedman is secretary. Mr. 
Freedman will act as store manager. 


Adds Children’s Department 


Iowa City, Iowa—L. A. Moore, op- 
erating a shoe department at Yetters, 
has added a children’s department. 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 


hh 


Cy ceoococooocooooooooooogy 
Radio-Tyme House Slippers 


Genuine Hand Turned 
ta-Steck te Retall 
$3 te $5 


Ne, 1415—Tan 
Kid Bverett 
$1.00 


Me. 1406—Tan 


io 


© L. B. EVANS’ SON CO., Wakefield, Mass. 
0890000006 0000890800908 





QUALITY TURN 
D’ORSAYS 


All Colors A & C In Stock 

to Retail at $2.00 

Write for catalogue 
FREEMAN-THOMPSON 

SHOE COMPANY 


St. Paul Minnesota 











W. S. CHASE & SONS, 

HAVERHILL, MASS 

In Stock Men’s Full Leather Lined 
Handturned Slippers 

Priced from $1.60 

Kid Pullman Slippers 

colors and Black with 

Snap Pocket $1.35 

Zipper Pocket $1.50 


INC., 


A ee ie adie etn 


WHERE TO BUY 
Sandals 





DANCING SANDALS 


Pearl, Fawn, Black Leather— 
50¢ Pair 


Red, Green, Blue, Purple 
Leather—55e Pair 


BROOKS SHOE MFG. CO. 
Swanson and Ritner Sts., Philadelphia 











KENDALL'S PPOZESSIONAL ye 


IN-STOCK 
Style No. 13 





Pat. Lea. or Bik. 
Kid with Full 
Cloth Lining. 


Women’s Sizes, 2% -8 
$1.65 


Misses’ Sizes, 11-3 
Widths B-C 1.55 


KENDALL SHOE COMPANY 
HAVERHILL, MASS. 











* * 
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WHERE TO BUY 


Children’s Footwear 





High Grade 
Goodyear Welt 
Shoes in Stock 


CHILD LIFE SHOE- 


MAKERS, Inc. 
@) CEDAR GROVE 
WISCONSIN 





WHERE TO BUY 
Spats 





BOND STREET 
Lputs 


America’s best known 
and most demanded line. 
Styled in England — 
made in a full range of 
sizes and correct colors. 
Backed by timely, in- 
tensive and consistent 
advertising in The Sat- 
urday Evening Post. 
; Strong merchandising 

helps—attractive packages. Immediate delivery from 
stock. Write today for samples to 

THE WILLIAMS MFG. COMPANY 

; Portsmouth, Ohie, U. S. A. 
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WHERE TO BUY 


Riding Boots 








RIDING BOOTS 
| ° IN-STOCK 


\ For Men, Women and 
\ Children—also 
Jodhpurs and Field 






sHOE Co. 
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Specialized Children’s Depart- 


ment 


BALTIMORE, Mp.—The May Co., de- 
partment store is featuring an Indian 
motif in its new boys’ and girls’ shoe 
department located in its basement 
store, which is known as the Wigwam. 
Wall decorations and the entire ar- 
rangement of this footwear depart- 
ment is suggestive of the Indian Wig- 
wam, which is designed to have a 
strong appeal to the youngsters and 
stimulate sales in the footwear car- 
ried. Two large bowing parrots are 
stationed at each end of the depart- 
ment which attract attention to them 
and to the footwear which they repre- 
sent. 





Opens Hartford Branch 


HARTFORD, CONN.—Long’s Merchan- 
dise Corp., men’s clothing and shoe 
store of New Haven, is preparing to 
open a Hartford store at 31 Asylum 
Street this month. A complete shoe 
department will be incorporated. John 
J. Sinnott, of the Kennedy Co., 45 
Asylum Street, and formerly with 
Freeman-Church, Inc. 34 Asylum 
Street, has been named manager of the 
new Long’s branch. The store was to 
have been occupied by Leopold-Morse, 
Boston clothiers, but that firm has 
leased it to Long’s instead. 





New Glove Grip Store 


PORTLAND, ORE. — The Glove Grip 
Shoe store was opened at 343 Morrison 
Street, former location of the Fashion 
Bootery, by Benny B. Bloom. Mr. 
Bloom operates two other shoe stores 
at Portland as well as one at Salem. 

He will carry men’s, women’s and 
children’s shoes in Glove Grip and other 
lines. George Larsen, formerly as- 
sistant manager of one of his other 
local stores, has been appointed man- 
ager and Robert Eshair, salesman, will 
succeed him. 





The Fashion Bootery Opens 


NEw LONDON, CONN.—The Fashion 
Bootery, a new shoe store, has opened 
at 114 State Street. Samuel E. Gordon, 
former stylist for the John Irving Shoe 
Co., Boston, and Robert Drazen, form- 
erly manager of John Irving’s New 
London outlet, are operating the new 
business. 


Adds New Line 


BALTIMORE, Mp.—The Schleisner Co., 
Howard and Saratoga streets, one of 
the leading women’s specialty shops 
have introduced, for the first time an 
exclusive Schleisner shoe line at $3.95 
which it is featuring in its shoe salon. 
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Opens Family Store 


Des Moines, Iowa—The Economy 
Shoe Store opened at 510 Walnut 
Street, Sept. 1 with D. Schwarts as 
manager as his first venture in busi- 
ness for himself. He was associated 
in business with his father, B. 
Schwarts at 518 East Locust Street, 
this being their first establishment in 
West Des Moines. The store is to han- 
dle men’s, women’s and children’s shoes 
with a price range of $1.95 to $4.55. 





Opening Business Good 


Des MOINES, IowA—The Walkover 
Boot shop opened a children’s depart- 
ment the first week in September and 
did a satisfactory pre-school business 
according to H. H. Morgan, manager. 
A section of the store has been devoted 
to children’s shoes exclusively, and 
while no spectacular display has been 
made, the Jack-o-Lantern shoes han- 
dled by Walkover as a new venture are. 
being sought out. Mrs. Dorothy Hatch 
has been placed in charge of this new 
department. 





Frank Brown Opens Store 


INDIANAPOLIS, IND.—A new shoe 
store was opened Sept. 3, by Frank 
Brown, at 131 North Illinois Street. 
It is known as the Solid Leather shoe 
store, and carries a complete line of 
up-to-date footwear for adults and 
children. 

Brown has lived in Indianapolis most 
of his life, and was formerly associated 
with a national shoe store chain. 


New Shoe Store Corporation 


CLEVELAND, O.—The Self Serve Shoe 
Co., has been incorporated under Ohio 
laws and will operate four retail shoe 
stores in Cleveland. Abraham Kasi- 
mov is president and manager of the 
firm and Boston interests are reported 
to be behind the enterprise. 





Incorporate for Cincinnati Store 


CLEVELAND, O.—Officials of the For- 
sythe Shoe Corp., which operates a 
downtown store on Euclid Avenue, 
have formed a new corporation known 
as the Foresight Shoe Co. to operate 
a store in Cincinnati, Ohio. 





Nisely Leases Store 


Los ANGELES—The Nisely Shoe Co., 
has leased for a 10 year period at an 
aggregate rental of $350,000, space at 
609 S. Broadway which includes the 
use of two stories and a basement. 
Upon the completion of a remodeling 
program costing over $10,000, the shoe 
firm will open its second Broadway 
shoe store some time in September. 





A. Papa Reopens 

New ORLEANS—A. Papa announces 
the reopening of his shoe store at 1940 
Burgundy Street. 
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WHERE TO BUY 
Men’s Shoes 


Di tl 


Millions of Americans 
say: ‘This is the Shoe 


~. 


and This is 
the Price. 


Full grained calf- 

skin uppers with 

eight-iron bend 

soles and full 

leather quarter 

linings, are just 

Es a few of the out- 

Y” standing specifi- 

cations. Twelve new, appealing styles, carried 
in stock in all necessary sizes, at wholesale 


Herold Bertsch ; 

Shoe Co. $ 10 on 

Grand Rapids, Mich. less discount 
Write for Details 


Southern Buying Perks Up 


BIRMINGHAM, ALA.—With the price 
of cotton advancing Alabama business 
houses are in much better mental con- 
dition and report that business is im- 
proving every day. Birmingham de- 
partment stores all declare that the 
business improvement’ the last two 
weeks of August was really very en- 
couraging. 

It has been said in the South that a 
good crop of cotton and a good price 
meant good business in the Fall. This 
year the crop is very poor but the price 
is good and there is plenty of cotton 
in storage. 

Traveling salesmen touring the State 
return to Birmingham to report that 
the small business houses in the small 
towns are buying heavily because they 
believe that better business is here and 
that farmers for the first time in a 
number of years will have money to 
spend. 

The stocks in these small stores is so 
delapidated and incomplete that buy- 
ing is an absolute necessity to meet the 
expected demands, the salesmen say. 











Suedes Selling Well 


CHIcAGoO—At the Davis Store, D. H. 
Lawton, buyer of women’s shoes, re- 
ports suedes as his big item. He ex- 
pects to push this leather hard until the 
first of October. This is a style leather 
and will mean the purchase of another 
pair of shoes when bad weather sets in. 
Untrimmed suedes in pumps and straps 
are selling for dressier wear. For 
street wear oxfords and pumps have 
leather trim to add to the serviceability 
of the shoe. Patent leather pumps are 
in demand by economically minded 
women who can use these for several 





occasions. 
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Better Grades Selling 


CINCINNATI—W. E. Newbold, buyer, 
for the Smith-Kasson Company is very 
optimistic in regard to the future busi- 
ness of the company as _ indications 
point to a big increase in sales during 
the next six months. As during the 
past years their better shoes are their 
best sellers—those ranging from $6 to 
$12.50 in price. In fact, he says, that 
they have not had a single comment 
against the prices for the best grades 
of shoes. 


Raw Hides Move Up 


New York. — Raw hide futures 
values continued the upward trend last 
week and during the period ended 
Sept. 2 showed net advances in the 
most active positions ranging from 20 
to 50 points, the forward options reg- 
istering the most pronounced gains. 
Hides in line with many of the other 
major commodities have moved rapid- 
ly upward and values have doubled 
within the past two months. 


Chester Smith with Ward 


EUGENE, WASH. — Chester Smith, 
formerly manager of the Buster Brown 
shoe store has been made manager of 
the Montgomery, Ward & Co. store’s 
shoe department. Mr. Smith is an ac- 
tive shoe man, having been president 
of the Eugene chapter of the North- 
west Shoe Retailers’ association sev- 
eral times. 





OBITUARY 





Howard L. Townsend 


Gap, PA.—F uneral services for How- 
ard L. Townsend. 81. for 33 years ex- 
port manager for Robert Foerderer, 
Inc., leather manufacturers at Philadel- 
phia, were held here. Mr. Townsend 
died at his home in Philadelphia on 
Sept. 3. He was formerly a partner 
in Frank D. Weylman & Co., shoe man- 
ufacturers, and was formerly secretary 
of the Shoe Manufacturers’ Association 
of Philadelphia. He was a founder of 
the Walton Building and Loan Associ- 
ation and was president and director 
since its organization 18 years ago. 
His widow, two sons and two daugh- 
ters, six grandchildren and one great- 
granddaughter survive. 


Albert P. Stedem Dies 


LocAN, OnHI0o—Albert P. Stedem, 
aged 61, one of the best known shoe 
dealers of this section of the state died 
Aug. 31 from a heart attack. He had 
been bedfast for about nine months. 
He operated a store for 28 years and 
spent his entire life in Logan. He 
leaves three sisters. His wife died 
three months before his death. Funeral 
services were held Sept. 3 at St. John’s 
Catholic Church. 
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WHERE TO BUY 


Dancing Shoes and Taps 


TAP SLIPPERS 
IN-STOCK 
Black Kid One Se 

Patent Leather One- 

Pp $1.65 
Ribbon ties Sc. extra. 
BROOKS SHOE = 


ner 
Philadelphia 
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WHERE TO BUY 


Sport Footwear 


WHERE TO BUY 
Shoe Laces 


Ask your jobber 
about our premium 
catalog or— 


“THE SHOE LACE OF ery’ 
PORTSMOUTH 





Max C. Lau Dies 


RACINE, WIs.—Max C. Lau, 53, con- 
nected with the retail shoe business 
here for many years, died Aug. 21 at 
his home in Minneapolis, Minn. Mr. 
Lau, with his brothers, conducted the 
shoe store founded by his father, the 
late Jacob Lau, for many years and 
just recently accepted managership of 
the O’Connor & Goldberg store in Ra- 
cine. He was forced to resign because 
of illness and moved to Minneapolis a 
few weeks ago. He is survived by his 
widow, two daughters, three brothers 
and four sisters. 











..On the Selling End... 


News of the Travelers and Sales Activities 





]. S. Whittemore Active 


John S. Whittemore, president of the 
National Shoe Travelers’ Association, 
and also a member of the board of 
governors of the Commercial Travel- 
ers’ Eastern Accident Association, in 
the latter capacity recently attended 
the annual convention of the Federa- 
tion of Commercial Traveling Men’s In- 
surance Associations held at the Hotel 
Frontenac, Quebec. Mr. Whittemore 
presented a resolution committing the 
federation to an active sponsorship of 
the move to get interchangeable mile- 
age for the use of travelers, and the 
resolution was adopted. Not only the 
federation as such, but the various local 


associations and companies’ which 
comprise its membership, will take 
part. Hotel men of the country, also, 


have indicated their willingness to join 
with the National Shoe Travelers’ As- 
sociation, which has been engaged for 
some time in pushing this matter with 
railroad executives. Various associa- 
tions in the hotel field have adopted 
resolutions and have sent them to the 
heads of railroads in their territories. 





Increase Production 


FRANKFORT, Ky.—The officials of the 
Hoge-Montgomery Company announce 
sufficient increase in sales to warrant 
their stepping up production to 3000 
pairs daily. This company is now 
traveling thirteen men. They are as 
follows: 

L. J. Boze, Mississippi, Louisiana and 
South Texas; W. C. Bell, Indiana and 
western Ohio; W. R. Crook, North and 
South Carolina and Virginia; Joe E. 
Foley, large cities; T. E. Johnson, 
Illinois, Missouri, Kansas and Arkan- 
sas; P. K. Olson, Iowa, Nebraska, 
North and South Dakota and Minne- 
sota; P. H Riley, Arkansas and North 
Texas; W. L. Rodney, Denver west, in- 
cluding Montana, Utah and Washing- 
ton; Howard Stanley, Ohio, West Vir- 
ginia and Western Pennsylvania; W. B. 
Tarpley, Kentucky and Tennessee; L. 
A. Tuggle, Alabama and Georgia; J. 
E. Wychoff, Michigan, Wisconsin and 
part of Minnesota; H. E. Ensor, New 
York and eastern Pennsylvania. 





Reports Better Feeling 


Charles W. Morrill of the Durand 
Shoe Co., of Auburn and Richmond, 
Me., now on a selling trip among 
wholesalers and mail order houses of 
the South and Middle West, reports 
that optimism has been translated into 
action and that orders are being placed 
for Spring footwear. Western buyers, 
he finds, have been heartened by the 











increase in hide prices and also by the 
general feeling in that part of the 
country that Russia will be forced to 
buy American wheat. Southern buy- 
ers base their expectation of better 
business, he says, on the jump in cot- 
ton prices and the activity of the tex- 
tile mills in that part of the country. 
The trade in those sections of the coun- 
try, Mr. Morrill says, is free from the 
petty complaints and fault findings 
which always are in evidence during 
poor business seasons. 





Slipper Sales Increase 


CINCINNATI—H. Kirschanblatt, presi- 
dent of the Big K Shoe Manufacturing 
Co., Cincinnati, reports a very decided 
increase in sales during the past few 
weeks. 

This company is now making a full 
line of house slippers—the Relax line 
for men and the Da-Time line for 
women. 

M. Kirschanblatt, son of the presi- 
dent, is now traveling for the Big K 
Company, covering Kentucky, Indiana 
and part of Illinois. George C. Jacobs 
is still in charge of sales. 





Expands Sales Territory 


HANOVER, PA.—Charles M. McClain 
& Sons have secured a contract whereby 
they will represent the Adams Manu- 
facturing Company of New York, in 
the sale of Ironad box toes and shoe 
fabrics throughout the entire United 
States excluding the New England 
States, New York City and Brooklyn. 
The company has been representing the 
New York concern in Pennsylvania, 
Maryland, Virginia, Ohio, Kentucky 
and West Virginia during the past 18 
months and have increased the com- 
pany’s sales in the territory more than 
500 per cent. 


“AI” Hogan with Manning 


“Al” Hogan, formerly with the Nor- 
way Shoe Co., of Norway, Me., is now 
showing the line of the J. Nelson 
Manning Shoe Co., of Worcester, Mass. 





William Sobel Makes Change 


William Sobel has transferred from 
the sales force of the Pilgrim Shoe Co., 
of South Boston, to that of Walden & 
Perry, Inc., of Lynn, Mass. Mr. Sobel 
is a stylist as well as salesman. 





C. L. Heilbrun with ). Herman 


Charles L. Heilbrun, secretary of 
the Chicago Shoe Travelers’ Associa- 
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tion, is now representing the Joseph 
M. Herman Shoe Co., of Millis, Mass. 
He will continue to make his head- 
quarters in Chicago. 





lowa Shoe Travels Meet 


The first meeting this Fall of the 
Iowa National Shoe Travelers will be 
held in Des Moines, Oct. 8, at 1 o’clock, 
at the Chamberlain Hotel. Preparations 
for the coming convention will be made 
at that time. 


eS 


>» TRADE DOINGS q 








Deauville Sues Namm 


New York. — Deauville - Palatine 
Corp. has brought action against A. I. 
Namm & Son, Inc., of Brooklyn in the 
Supreme Court, New York County, for 
alleged unfair competition, for an ac- 
counting and for $50,000 damages in 
connection with “Marcelle” cloth. 

Deauville-Palatine Corp. sets forth 
that it has for some years past offered 
for sale and sold “Marcelle,” and that 
by reason of its efforts “Marcelle” has 
acquired a high reputation. It asserts 
that A. I. Namm & Son, Inc., offered 
for sale an article in imitation of the 
plaintiff’s fabric and of _ inferior 
quality. 





Herman Mautner Made 


Manager ; 

MapIsON, Wis.—Herman Mautner, 
who received his training under Wil- 
liam J. Gibbs, merchandise manager of 
Marshall Field’s shoe departments, has 
been named buyer for the second floor 
shoe department at the Harry S. Man- 
chester Co. The store has closed out 
every pair of shoes in this department 
and is starting out with a complete and 
comprehensive stock manufactured un- 
der their own specifications and trade 
name. 


Opens Coast Headquarters 


SEATTLE, WASH.—In addition to the 
new store in Portland, The Nisley Shoe 
Company will also open Seattle head- 
quarters at United Pine Center Build- 
ing, 4th and Westlake. The lease was 
negotiated by J. E. Krause of Cleve- 
land, Ohio. 





Dissolution Proceedings 


INDIANAPOLIS, IND.—-Officials of the 
K. & M. Shoe Company of Fort Wayne, 
Ind., have filed papers with the Indiana 
secretary of state evidencing the dis- 
solution of the corporation. 





Sells Interest 

RocuestEeR, N. Y.—John C. Schelter 
last week completed disposal of his 
interests in the Schelter Last Com- 
pany. He is treasurer of the W. B. 





Coon and Company of Rochester. 
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SHOE MANUFACTURERS 
EVERYWHERE WHO APPRECIATE 
AN OUTSTANDING QUALITY 
AND STYLE FEATURE HAVE 
ADOPTED THE 


UNITED CUSHION HEEL 


WORTH ITS PRICE 


ITS PERFORMANCE -ON FINE SHOES 


IN COMFORT AND EVERYWHERE 
WEAR IS AS FINE 


__ AS ITS APPEARANCE 


USHION 


MAKES ANY GOOD SHOE BETTER 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 











CLAWIFIED ann WANT A 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


. . ° ° 











SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 





SALESMEN OF UNBRANDED LINES 


Would you like to make extra dollars? With a short side line, not con- 


flicting but helpful in selling your present line? Full information on 
request. Address D127, care BOOT AND SHOE RECORDER, 367 West 


Adams Street, Chicago. 


We have an opening for an 


EXECUTIVE SALESMAN 


who has the experience in promoting a corrective line of women’s shoes. 


A real opportunity for the right man. 


Address D 136, care Boot & Shoe 


Recorder, 239 West 39th Street, New York, N. Y. 


WANTED: Salesman to sell Men’s Fine Hard 

Sole Turned Slippers in New York and 
New England States, Address D-129, care 
Boot & Shoe magpeeee, 239 West 39th ‘Street, 
New York, N. Y. 





SALESMEN for complete line wool sheep 

house slippers, all territory open. Give 
full experience and references. Address D-135, 
care Boot & Shoe Recorder, 239 W. 39th Street, 
New York, N. Y. 





SALESMAN carry as side line, novelty arti- 

cle quick seller, would make splendid Holi- 
day item for retail shop. Compact samples. 
Commission basis. State experience, age, and 
territory covered. Box 358, Realservice, 15 E. 
40th Street, New York, N. Y. 


POSITION WANTED 


S HOE SALESMAN, 25 years’ experience 

selling volume buyers in nineteen Eastern 
States; has wide acquaintance, large follow- 
ing; open for connection with manufacturer of 
ladies’ shoes. Address D-138, care Boot & 
ue Recorder, 239 W. 39th Street, New York, 











S HOE STORE or dept. manager wants posi- 

tion in middle west. Fully experienced in 
modern methods, and capable of handling every 
phase of the business. Excellent references. 
Now employed. Address D-137, care Boot & 
Shoe Recorder, 239 W. 39th Street, New 
York, N. Y. 





POSITION WANTED 





A THOROUGH Experienced Shoeman. Capa- 


ble buyer and manager. One who knows 
how to merchandise. Efficient and knows how 
to build. Not afraid of hard work. Has 
clean record and good reputation. Anyone 
needing the services of such a man, address 
H, 39 Garfield Ave., Carbondale, Pa. 





LINE WANTED 


WANT connection with responsible shoe man- 
ufacturers. Women’s, Men’s, snappy line to 
retail One Ninety-five. In position to furnish 
volume business. Wish unrestricted territory. 
Can furnish bank and trade reference. Ad- 
dress D-134, care Boot & Shoe Recorder, 239 
W. 39th Street, New York, N. Y. 





FOR RENT 





BUILDING suitable for shoe store in town 
of 3500, county seat, large drawing terri- 
tory. Only one exclusive shoe store in town. 
For details, write Mrs. M. M. Warren, 515 
S. 4th Street, Watseka, IIl. 





BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 





FOR GREATER NEW YORK TERRITORY. 
Have covered New York City trade, Brook- 
lyn, Northern New Jersey, for nearly twenty- 
five years. Have many friefds among the shoe 
merchants and buyers. Would like to secure 
a short line of men’s, women’s or children’s 
shoes. Best of references furnished. - Address 
D-130, care Boot & Shoe Reporter, 239 West 
39th Street, New York, 





WANTED FOR CALIFORNIA—Outstanding 

line growing girls’ sport oxfords to retail 
TWO, THREE and FOUR DOLLARS. I 
have the accounts if line is priced right and 
has Style, Quality and Fit, including good 
moccasin numbers. Address 'D-133, care Boot 
& Shoe Recorder, 239 W. 39th Street, New 
York, N. Y. 





WANTED TO PURCHASE 








We will buy from manufacturers, 
jobbers, and retailers, entire or 
surplus stocks of shoes. Our outlet 
enables us to handle large and 
small quantities. 


KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone CAnal 6-4298 and 4299. 














Minimum charge 75 cents. 








CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 


For all other classified advertisements the rate is 7 cents per word. 
$1.25. When a box number is desired twelve words should be added for the address. 
word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
tf Advertisements for this page must be in our New York office on Friday of the week preceding publication. @& 


Minimum charge 
In all other cases each 
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“MANCHESTER” 


Curved J ee Nipper 


Or cHFR 


BOOT AND SHOE RECORDER 
TRADE MARK SECTION 


THE LATEST AND MOST 
COMPLETE LISTING OF 
TRADE NAMES OF THE 
SHOE, LEATHER AND ALLIED 
INDUSTRIES PUBLISHED 


» PRICE $1.00 


BOOT AND SHOE RECORDER 
239 WEST 39th STREET, N. Y. C. 





The o N 5 t the right shape to cut out tacks on 

aes, cm Mead i enables cutting close to insole. 

de tool steel, nickel plated. Specify Genuine 
chester” when ordering. 


PRICE $4.00 
F. W. WHITCHER CU. Boston, Mass.—Chicage, I1L 





























MERCHANTS’ NEEDS 


WHAT’S SELLING 


WANTED TO PURCHASE 








RECORDER 
Window Display 
CARDS for 
SEPTEMBER 


Here’s a typical comment: “‘We find your 
card service very valuable and indis- 
pensable.”’ 














Colorful, Artistic 
14. Different Texts 
to Select from 
Cards 7 x 12—3 colors 
Price Tickets Included 


Special Introductory Service 
3 cards, with blank tickets 
without card holders... .$1.50 


per month 


Card Holders Supplied 
Samples sent on request. 


Merchants Service Dept. 
BOOT & SHOE RECORDER 


367 W. Adams St. 
Chicago, II. 
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Ties Selling Well 


CHicaco—At Marshall Field and 
Company the report is that six out of 
every eight pairs of Fall shoes for 
street wear selling in the Shoe Salon, 
are ties. For street wear toes are full, 
heels are 16/8 and 17/8. Both Cuban 
and boulevard heels are in demand. 
Some step-in pumps, smartly tailored, 
with a bit of trim are seen. A seam- 
less oxford is a new item. It comes in 
patent leather with four holes, high 
heel and full toe. It retails for $10 re- 
duced to $8.75 for August selling. A 
T-strap sandal in dark brown has a 
very dark brown suede trim, piped in 
beige to give a tailored effect. 

The shoe sale continues throughout 
August and new goods bought to sweet- 
en up stock are also sold at reduced 
prices during this month. Some of 
these are being featured in one of the 
street windows given over to them. A 
brown kid with brown patent leather 
piped in beige is very dressy. Suede 
and patent combinations are also seen. 
An oxford in brown kid and suede has 
an inset in light reptile. A suede pump 
has a light reptile heel with trimming 
band in front of same, ending in tiny 
tailored bow. Much detail is seen on 
the shoes for Fall, even while keeping 
tailored effects. 


Start on Suedes 


Several New England firms are ship- 
ping suede shoes and the first of the 
new suedes were offered in women’s 
stores in August. This is a bit early. 
There’s a question as to whether 
suedes, starting early, will end their 
run early, or whether they will keep on 
a normal course, and so yield an un- 
usually long suede season. Whites 
started early, and ran into July in the 
factories, for one of the longest runs on 
white shoes on the records. Suedes may 
do likewise. And again they may not. 
There’s no telling when something new, 
novel and interesting will turn up to 
start feminine fashions on a new 
course. 





We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases assumed. 

Phone - Write Call 
All craters strictly confidential. 


. SIMON CO. 
101 Reade St., New York City 
Phone Worth 2-5922 Est. 1880 














MERCHANTS’ NEEDS 





BOOK PREMIUMS 
e* encie | that Sell 


Shoes... 


PUBLISHING CO. 
RACINE... WISCONSIN 


WHITMAN 





Brown Good in South 


BIRMINGHAM, ALA.—‘‘Our business 
has picked up splendidly and we are 
getting away with a good start this 
fall. Brown suede seems to be a little 
ahead of black,” said Herman Rosen- 
berg, assistant manager of the Hirsch 
Shoe Salon, one of the’ highest price 
shoe departments in the city. 

The demand for brown seems to be 
based on the popularity of brown for 
fall clothes. Practically all of the lead- 
ing shops are showing brown street 
frocks and ensembles. 

“Blacks and browns are our best 
sellers,” said H. W. Tankersley, man- 
ager of Loveman, Joseph and Loeb, 
“with browns just a little ahead.” 

O. L. Tidwell, manager of the Nisley 
reports that the latter part of August 
and the first part of September as ex- 
ceptionally good business periods. 
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Opens Branches 


CoLUMBUS, OHI0.—Capital Shoe Co., 
with headquarters at 108 North Third 
Street, will open two additional units 
soon. The company operates retail 
shoe departments in department stores 
and retail stores under the name of 
Lewis Shoe Stores. Lewis Berns is 
president. 

One new unit is to be a store at 156 
West Main Street in Lancaster, Ohio, 
and the other a shoe department in 
Peerless department store, Bellaire, 
Ohio. 

The company was started three years 
ago and is at present operating a store 
at 79 North High Street, Columbus, 
and the shoe department in the Born- 
heim & Cahen Store, 186 East Main 
Street, Columbus; and units in Zanes- 
ville, Coshocton, Middletown, Ohio, and 
Wheeling, W. Va. 


Expands Shoe Department 


DENVER—In the $125,000 improve- 
ment campaign now in progress at the 
Joslin Dry Goods Co., the shoe depart- 
ment is coming in for a large share. 
It will be entirely revamped and re- 
located. Instead of the small inner 
court on the third floor it will occupy 
a larger and more accessible corner 
on the well lighted outside section of 
the second floor on the Champa street 
side. The ladies’ suits and dresses 
department will be compressed into 
smaller area to allow more space to 
the shoes. The junxta position of the 
two departments is considered good 
policy by the management. 


Children’s Shoes in Bedell’s 


PORTLAND, ORE.—Oscar Olman who 
operates the shoe departments at the 
local Bedell store will open a children’s 
department the middle of September 
in accord with the store’s plan to carry 
a complete line of children’s wear. 

Mr. Olman will be in the eastern 
market the end of September for Fall 
and Winter buying. 


Adams Shoe Co. Chartered 


TOLEDO, OH10O—Papers have been filed 
with the secretary of state chartering 
the Adams Shoe Store, Inc., with a 
capital of $15,000 to operate a retail 
shoe store. Incorporators are Louis 
Levinsohn, Alex. Levinsohn and Gerald 
Goldfarb. 
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Merchants in Optimistic Mood 


Empire State Retailers Hold 
Interesting Session in Elmira 


Optimistic statements regarding the 
business outlook featured the Fourteenth Annual 
Convention of the New York State Shoe Retailers’ 
Association, held at the Mark Twain Hotel, Elmira, 
Sept. 12 and 13. 

The real high light of the convention was the 
speech of Morris A. Brisco, Dean of the School of 
Retailing, New York University. 

Dean Brisco chose as his subject “Retailing in the 
Next Year” and brought a real note of optimism. 

According to Dean Brisco we have definitely turned 
on the upward path and are through the age of fear. 
Confidence is now slowly returning. At the present 
moment three factors, the election,tthe German situa- 
tion, and high taxes are holding business back. To 
combat this Dean Brisco urged his listeners to take a 
greater and more active interest in Federal affairs. 

The shoe business, according to Dean Brisco, has 
definitely reached bottom and the next price trend 
will be upward. Primary markets such as copper, 
grains, etc., have not yet been stabilized, but the shoe 
industry, due to a curtailed supply in the hide mar- 
ket and an increase in demand over supply, has defi- 
nitely turned and the outlook is very encouraging. 

Speaking on “Quality Still Lives,” John Slater 
defined quality as the best asset a persoh can have, 
either in business or personality. He said: “The de- 
pression has lasted long enough for people to realize 
the shoes they bought a while back weren’t such bar- 
gains after all. Through faulty workmanship, cheap 
materials or cheap styling it is necessary to replace 
these shoes.” 

“We must keep quality up. The public is fed up 
on would-be bargains and promotions. The public is 
seeking integrity, reliability and honesty in business 
and politics. Give the public what it wants and your 
future will be bright. 

“People are looking for low prices. They always 
will. But they are looking with a skeptical eye. A 
quality article always maintains its value. 

“Management and What It Means” was ably dis- 
cussed by J. P. Moore of the Brown Shoe Com- 
pany, St. Louis, Mo., who traced the developments in 
merchandising from the manufacturer, jobber and re- 
tailer to the consuming public. 

Anthony H. Geuting of Philadelphia, president of 
the National Shoe Retailers Association, spoke on 
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NEW YORK STATE OFFICERS 


Elected at 1932 Convention, New York State Shoe Retailers’ 
Association, Elmira, September 12-13. 


President—H. Merton Smith, Penn Yan. 

First vice-president—William F. Toher, Oneida. 
Second vice-president—Don J. Burke, Rochester. 
Third vice-president—Edward W. Flynn, Niagara Falls. 
Fourth vice-president—Joseph Hart, Elmira. 
Chaplain—Charles H. Barton, Buffalo. 


Treasurer—Leslie Gardner, Oneonta. 
Secretary—Harry A. Chase, Rochester. 
Chairman of Board—John Slater, New York. 


“Competition” and urged the merchants not to en- 
gage in a price war. 

The master shoe man who runs a master shoe store 
should not be interested in this method. He should 
be interested in but just one thing, and that is expert 
service, salesmanship that is polite, dependable, peppy 
and sympathetic. No shoe should be improperly fitted 
and no shoe should be sold without the proper mark- 
up to carry the expense of the business plus a legiti- 
mate profit at the end of the year. 

Guy E. Manley, vice-president of E. P. Reed & 
Co., Rochester, N. Y., spoke on “Your Financial 
Problems with Manufacturer and Banker,” and stated 
that we are now suffering from under consumption. 














"Fhe greatest problem, according to 
Mr. Manley, is salesmanship. Today we need master 
salesmen who do not follow lines of least resistance 
and sell cheapest merchandise. Merchants are under- 
estimating the real purchasing power of the public. 

R. E. “Dick” Sherrington, advertising manager of 
the Selby Shoe Company, Portsmouth, Ohio, spoke on 
“The Advertising and Promotion Dollar, What Shall 
We Do with It?” 

William Pidgeon of Rochester spoke on “What Is 
It Worth to You?” and Henry Cook, president of the 
A. E. Nettleton Co., Syracuse, discussd “Quality in 
Men’s Shoes and Better Merchandising.” 

Entertainment features included dinner on Sunday 
for the officers and directors and a banquet on Monday 
evening at which the greatest story teller, “Jesse Ad- 
ler” of New York City, acted as toastmaster. 

Entertainment for the women included a trip to 
Watkins Glen and a luncheon there on Monday, an 
auto trip on Tuesday to view Elmira College, founded 
1855, the oldest college for women in the world, and a 
visit to the graves of the Confederate soldiers who 
died in the Elmira Prison Camp, 1861-65, Sullivan’s 
monument and Newtown Battlefield, 1779. 





LITTLEWAY LOCKSTITCH 


FOR ATTACHING RUBBER SOLES 
with the GAC SOLE STITCHING MACHINE — Model C 


The GC Sole Stitching Machine — Model C can now be used for 
attaching lightweight, close edge, thin shank, rubber soles. 

The lockstitch insures a flexible and durable method of fastening 
and offers possibilities for a type of footwear especially practical 
for nurses and other uniformed attendants. 

In fact, every woman is a potential customer for at least one pair 
of lightweight rubber sole shoes for town wear on those frequent 
days when pavements are wet. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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“I do admire so very 





much those exquisitely 





beautiful shoes you 





wear — how perfectly 


thrilling they are! 








Tell me where I can 





get such lovely shoes?” 
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“If you only knew that buoyant feeling of balanced poise, of that perfect fit and 
snug comfort experienced the moment you stand or walk in them, you'd under- 
stand better why I so enthusiastically adore Pedigo shoes. You find them 
always styled with such verve and chic that you simply wear them with an 
almost overwhelming pride—and you find them fashioned so suitably for all cos- 

















tumes’ and: occasions—but you can never fully appreciate their superb quality 
until you have worn them. Look, too, at the wonderful artistry in the perfectly 
fine way they are made! 











I have been wearing this very charming Pedigo make of shoes for two years. 
And, just think! I buy them for $8.50 and you know I always before had to 
pay several dollars more than that for shoes to satisfy my req@rements any- 
thing like these do. 














Never before have so many of my friends complimented and inquired about 
my very keen footwear, just as you are doing. They, too, want to know what 
store sells them. I am telling them all that the Pedigo shoe is the supreme shoe 
of the day—any way you consider it. 














Now, if you are the livest dealer—the store-leader of your town, 
you can have this contagious pull for your store. It is for your 
requirements, in unswerving quality standards, Pedigo shoes are 





made. 


Pedigo -lake Shoe (<0. 


SAINT LOUIS, MISSOURI 
Distinctively Fine Footwear for Women 


Cost No More Than They Need To—To Be the Fine Shoes They Are 
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Ankle. fashioned 


Oxfords. ..FOR MEN 


$10 °°, (p\2= 


t «the Nunn-Bush fac- 


ae 
700 
geo 


Others at 


$600 . $750 _ $g00 _ $1990 
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Ariel Rubbers are great 
repeaters. Look at these 
Sales Records taken from 
many in our files—Sep- 
tember, 1931, to May 31, 
1932. 


Rochester 


A shoe store in Rochester received 
one sample pair of Ariels in the 
fall of 1931. Their opening order 
in January of this year was for 
180 pairs. Since that time they 
have re-ordered 630 pairs addi- 
tional, making a total of 810 pairs 
for the season. ; 


Buffalo 
100 pairs of Ariels started the sea- 


son for a Buffalo store.. Repeat 
orders came thick and fast—their 
total for last season was 806 pairs 
of these beautiful and profitable 
rubbers. 


Minneapolis 


A Minneapolis store started the 
season last fall with an order for 
219 pairs of Ariel Rubbers. Re- 
orders up to the end of May, 1932, 
brought the total up to 1807 pairs 
for the season. 


Names of these 
customers given 
upon request. 


BALL 


PROOF OF PROFIT 


Can YouTsh? 


The demand for ARIEL Rubbers has increased each year 
—1930-1931-1932. 

And the average mark-up on ARIELS by the stores men- 
tioned at the left was almost 80%. 

This unusual mark-up is possible with ARIELS because 

of their unequalled beauty and convenience—their exclusive 
and patented features. 
Ariels are light—extremely light—“you hardly know you 
have them on.” They’re thin, tough, unlined rubber. 
Easily “stretched” on or off with just one finger. A non- 
tearing elastic band—patented—holds them snugly against 
the shoe. No gapping—no binding—no weight—no bulk 
—truly modern rubbers. 


Complete information about these profitable rubbers furnished promptly 
on request. 


Mishawaka Rubber & Woolen Mfg. Co. 


280 Water St., Mishawaka, Indiana 


New England and Greater New York dealers may address 
Dunham Bros. Co., Dept. A., Brattleboro, Vermont 


\ 


‘Ay 





and galoshes. 





At the right:—Ariel Croquet 
on our Carma last for 17/8 to 
19/8 heel, long vamp shoes; 
Black or Indies Brown, Indiana 
finish — the rich, satin-like 
finish originated and perfected 
by BALL-BAND, the smartest 
finish ever used for rubbers 
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The outline of this chart rep- 
resents a side of leather. Th 
part used for KISTLE 
“BENCH BRAND” SOLE: 

is about 13% ide, ®: 





SOLES CUT FROM KISTLER"BENCH BRAND’ _ 
LEATHER ARE A SALES’ STIMULANT | 













There appears to be an inclination 
among the trade to emphasize style, to 
the neglect of fundamentals which 
make any shoe a safe buy. That this 
practice is a boomerang, endangering 
shoe manufacturer and retailer, be- 
comes clear to those who give the mat- 
ter a little thought. True, sales are in- 
fluenced by footwear beauty but, if in 
hearing distance when a customer talks 
shoes, you will probably hear him wax 


Write us for the names of 


shoe manufacturers making shoes that 


enthusiastic about wear, if it’s there, 
without reference to pattern. Custom- 
ers do not turn their backs on shoes that 
wear. Close to 100% of the wear comes 
on soles. When you use KISTLER 
“BENCH BRAND” SOLE LEATHER 
for bottoms you have capitalized the 
most serviceable tannage in the United 
States. You owe it to yourself to show 
preference for “BENCH BRAND”. 
Don’t pay the penalty of poor sole leather. 
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tarry KISTLER “BENCH BRAND” LEATHER SOLES. 


LEATHER COMPANY 
BOSTON -MASS- 
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A DIFFERENT SHOE 


When you fit your cus- 
tomer with a pair of 
Musebeck Double-Arch 
Wear-Straight shoes 
made over the ORTHO 
last, you will know im- 
mediately that many 
years of painstaking de- 
-velopment in last and 
shoe construction is giv- 
ing you the opportunity 
of making many perma- 
nent customers for your 
store. 





TTT Coch a sath ae 


dca nd GOCE 


Sr TROLS oA Dien ait ADCS LEN. aS 


The shoe with a 40% 
mark up plus a 5% dis- 


count. 


You take no loss on 
changing prices, inven- 
tory or seasonal sales 
when buying Musebeck 
shoes. 


THE ORTHO 


In Stock. AA to E—6 to 


70 Black Ruby Kid Blu Shoe $4.50 


S70 Same as above with Arch $4.85 
Support Insole 


Terms: 5% 20 days—30 days net 


Musebeck Arch Support Insole shaped to 
give perfect foot balance. Shoes made with 
this insole will straighten up any weak 
inner Longitudinal arch and give even dis- 
tribution of weight over bottom of foot. 
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NO 
MARRED 
FLOORS! 


Some people look for style — some for comfort 
— some for wear — when they buy shoes. 

But what everyone wants most of all this year is 
ECONOMY — because everybody is having to make 
money go farther. 

When you offer your customers shoes with 
Goodyear Wingfoot Soles you can point out honest- 
to-goodness savings that will make many a sale 
these days. 

These easy-walking, resilient soles are the toughest 
ever put on a shoe. Nothing beats them for wear — 
or comfort. 

And because these sure-footed, waterproof soles 
last so long, they hold shoes in shape longer, keep 
them better looking — for extra miles of walking. 

That’s the kind of shoe-talk to sell thrifty folks — 
and there are a lot of them. If you want to sell them, 
be sure to feature shoes with these soles. 
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: tock The Charminel ... a distinctively styled gore pump with 


the Feeture Arch... that assured comfort principle available ONLY in Florsheim Shoes. 
It is one of six suede patterns carried in stock to help our dealers profitably merchandise 


Florsheim Shoes for Women. Write for a catalogue showing a complete assortment 


of timely stock styles. Priced to retail at ‘§ 50 ; $ | f) 


THE FLORSHEIM SHOE COMPANY... Manufacturers . . . Chicago 
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